Local  Palm  users  advised 
against  memory  upgrade 


By  Sumner  Lemon 


The  offer  might  sound  tempting.  For 
HKS550,  you  can  get  a  local  shop  to 
upgrade  the  memory  of  your  3Com 
Palm  V  personal  digital  assistant  from 
2M  to  8M.  All  it  takes  is  knowing 
the  right  people  or  being  familiar  with 
Internet  newsgroups.  There's  just  one 
small  hitch  —  the  upgrade  does  not 
have  3Com's  official  approval  and 
voids  the  product’s  warranty. 

“If  they  change  the  original  con¬ 
figuration  [of  the  Palm  V],  they  don’t 
get  the  warranty,”  said  Cara  Liao, 
Asia-Pacific  marketing  manager  of 
3Com’s  Palm  Computing  division. 
“It’s  not  our  responsibility.” 

A  representative  from  local  3Com 
distributor  Synergy  warned  that  try¬ 
ing  to  upgrade  the  Palm  V  could  dam¬ 
age  the  device. 

“If  you  aren't  using  the  right  kind 
of  equipment  [to  do  the  upgrade] 
you’ll  probably  damage  your  Palm 
V.  Even  if  you  take  it  back  to  3Com, 
if  you’ve  done  anything  on  the 
motherboard.  I  don’t  think  they  will 
do  anything  on  this.  It  would  void 
the  warranty,”  said  Francis  Fong,  sen¬ 
ior  vice  president  of  sales  and  mar¬ 
keting  at  Synergy. 

The  problem,  according  to  offi¬ 
cials,  is  that  there  is  no  way  to 
guarantee  the  quality  of  service  of¬ 
fered  by  the  companies  that  do  the 
upgrade.  There  is  no  official  rela¬ 
tionship  between  them  and  3Com, 
said  Liao. 

"We  don't  advise  people  to  change 
the  configuration  because  it  is  not 
under  our  control,”  she  said. 

But  while  company  executives  ad¬ 
vise  against  the  8M  upgrade,  3Com 
has  yet  to  receive  any  complaints 


from  users  who  have  had  their  Palm 
V  damaged  by  the  upgrade,  said 
Liao. 

And  at  least  one  local  user  who  got 
the  8M  upgrade  is  happy,  declaring 
himself  "absolutely  satisfied  with  the 
craftsmanship  and  the  price.” 

Details  of  the  Palm  V  upgrade  are 
readily  available  on  the  Web  and 
in  Internet  newsgroups  such  as 
comp.sys.palmtops. pilot,  where  users 
have  posted  details  about  the  up¬ 
grade's  availability  in  Hong  Kong. 


Upgrading  the  Palm  V  memory  to 
8M  will  void  the  original  warranty. 

According  to  one  recent  news- 
group  post,  the  upgrade  involves 
switching  the  Palm  V’s  standard 
Samsung  2M  chip  with  an  8M  chip 
from  NEC.  In  operation  mode,  the 
NEC  and  Samsung  chips  consume 
the  same  amount  of  power  but  the 
NEC  chip  uses  approximately  50 
percent  less  power  in  standby  mode, 
it  claimed. 

At  the  time  this  article  went  to 
press,  an  e-mail  sent  to  a  member  of 
the  Hong  Kong  Palm  User  Group  who 
does  the  8M  upgrade  had  gone  with¬ 
out  a  response. 


Customs  readies  criminal 
action  against  corporations 


By  Megan  Scott 

The  SAR’s  Customs  and  Excise  De¬ 
partment  (CED)  has  stepped  up  its 
efforts  in  the  war  against  software 
piracy  by  announcing  plans  to  target 
corporations  using  illegal  software  for 
criminal  action.  With  the  help  of  the 
Business  Software  Alliance  (BSA), 
CED  is  hoping  to  close  its  first  corpo¬ 
rate  case  any  day  now,  according  to 
John  C.  Tsang,  commissioner  at  CED. 

In  the  past,  CED  has  worked  with 
the  BSA  to  bring  criminal  lawsuits 
against  retailers  and  manufacturers  of 
pirated  software  but  not  against  cor¬ 
porations  using  illegal  software. 
Launching  criminal  suits  against  cor¬ 
porations  and  end  users  is  more  diffi¬ 
cult  because  the  burden  of  proof  is  a 
lot  more  stringent.  Tsang  explained. 
The  BSA  and  CED  have  been  work¬ 
ing  for  a  few  months  now  on  finding 
a  “solid  case,"  Tsang  said. 

"We  want  to  get  a  case  that  is  solid 
so  that  to  set  the  proper  benchmark 
for  the  others  to  follow,”  Tsang  said. 
"I  don't  want  the  first  case  to  go  bust.” 

Earlier  this  month,  CED  raided  a 
computer  dealer  in  its  first  criminal 
hard  disk  loading  case.  The 
Shamshuipo  computer  dealer  was  al¬ 
legedly  loading  unauthorized  software 
onto  computers  prior  to  sale  at  the 
Golden  Computer  Center. 

Meanwhile,  Tsang  -  who  took  over 
the  post  of  commissioner  three 
months  ago  -  expects  to  nab  the  first 
corporate  pirate  any  day  now  with 
the  help  of  the  BSA.  “We  were  hop¬ 
ing  to  do  it  yesterday,”  Tsang  said  in 
a  phone  interview  last  Friday. 

The  BSA  has  been  active  in  Hong 
Kong  for  several  years  bringing  civil 
lawsuits  against  organizations  using 


Hong  Kong  not  too  late  to  ’Net  party,  says  Cerf 


By  Clare  Haney 


IDG  News  Service,  Hong  Kong 

It’s  not  too  late  for  Hong  Kong  to 
establish  a  significant  presence  in 
Internet-based  business,  according 
to  one  of  the  founders  of  the 
Internet,  given  the  speed  of  tech¬ 
nology  change. 

"The  'Net  changes  at  such  a  rapid 
pace  that  everyone  faces  the  same 
challenge  each  day  —  how  to  keep 
up,”  said  Vint  Cerf,  senior  vice 
president  for  Internet  architecture 
and  technology  at  MCI  WorldCom. 
“Hong  Kong  isn't  late  at  all,  it  just 
has  to  get  going.” 

Cerf  was  in  Hong  Kong  last  week 
on  a  brief  trip  to  Asia  that  will  also 
see  him  visiting  Tokyo.  Along  with 


Robert  Kahn,  Cerf  is  best 
known  for  co-designing 
TCP/IP,  a  task  which  has 
bestowed  on  both  men 
the  title  of  “father  of  the 
Internet.” 

Following  a  speech  to 
the  American  Chamber 
of  Commerce  in  Hong 
Kong,  Cerf  said  that  he 
welcomed  Hong  Kong’s 
Cyberport  initiative,  al¬ 
though  he  added  that  he 
wasn't  that  familiar  with 
the  details  of  the  plan.  The 
Cyberport  is  a  project  valued  at  HK$  1 3 
billion  (US$1.7  billion)  aimed  at  en¬ 
couraging  both  foreign  and  local  IT 
and  multimedia  vendors  to  set  up 
shop  on  a  26-hectare  site  on  Hong 


Cerf:  “Hong  Kong 
isn’t  late  at  all,  it  just 
has  to  get  going.” 


Kong  island. 

“Anything  that  in¬ 
creases  utilizing  the 
’Net  and  encourages  in¬ 
vestment  is  helpful,” 
Cerf  said,  adding  that 
’Net-enabled  businesses 
create  an  upward  spiral 
of  positive  feedback,  so 
that  every  new  product 
or  standard  creates  new 
ideas  that  can,  in  turn, 
build  upon  that. 

He  suggested  that  the 
central  role  Hong  Kong’s 
government  could  adopt  in  moving 
the  SAR  to  a  more  'Net-centered 
economy  is  to  encourage  businesses 
to  focus  on  building  applications 
that  draw  on  Hong  Kong’s  history 


American  Tobacco  (BAT),  ques¬ 
tioned  whether  CED  intended  to  pros¬ 
ecute  CEOs,  IT  managers,  or  indi¬ 
vidual  PC  users  for  using  illegal  soft¬ 
ware. 

BAT  has  a  strict  internal  policy  to 
ensure  there  is  no  illegal  software. 
Mak  said,  adding  she  had  concerns 
for  companies  that  are  more  lax. 

In  addition  to  working  together  to 
bring  criminal  lawsuits  against  cor- 
continued  on  page  4 


Tsang:  “I  don’t  want  the  first 
case  to  go  bust.” 

illegal  software.  For  example,  Hong 
Kong-based  electronics  manufacturer 
Team  Concepts  paid  a  HK$1.5  mil¬ 
lion  settlement  last  year  to  BSA  mem¬ 
bers  acting  on  a  tip  received  over  the 
BSA's  hotline.  The  BSA  offers  a 
HK$  15,000  reward  for  information 
provided  over  its  hotline  that  leads  to 
a  successful  settlement. 

Under  the  plans  to  target  corpora¬ 
tions  for  criminal  action,  the  BSA 
will  feed  information  to  the  CED  who 
will  then  raid  the  corporations;  seize 
the  material  in  question;  get  expert 
witnesses  to  confirm  that  the  soft¬ 
ware  is  pirated;  and  then  prosecute, 
Tsang  explained. 

The  criminal  penalty  for  using  pi¬ 
rated  software  brings  fines  of  up  to 
HK$50,000  and  as  much  as  four  years 
in  prison,  Tsang  said. 

But  not  everybody  thinks  the  plan 
to  target  companies  is  a  good  idea. 

One  corporate  end  user  expressed 
concerns  over  the  move  to  prosecute 
criminal  cases  against  corporations. 
Agnes  Mak,  head  of  IT  for  the  Asia- 
Pacific  North  operations  of  British- 


as  acting  as  the  Asian  hub  for  inter¬ 
national  trade. 

“This  is  the  most  industrious  place 
I’ve  been  in,”  said  Cerf  speaking 
about  Hong  Kong.  "It’s  free  enter¬ 
prise  at  its  best  and,  historically,  en¬ 
trepreneurship  is  part  of  the  culture. 
The  only  thing  lacking  is  to  translate 
that  into  online  presence,  that's  what 
you  need  to  work  on  next.” 

He  described  Hong  Kong  as  a  rela¬ 
tively  open  market,  although  one 
where  the  telecom  sector  still  has 
some  restrictions  that  could  prove  to 
be  potentially  inhibiting.  The  govern¬ 
ment  recently  announced  a  freeze  on 
the  granting  of  further  fixed  line  li¬ 
censes  as  a  way  of  promoting  more 
competition  between  the  current  four 
license  holders. 


In  this  issue 


News 

The  Securities  and  Futures  Com¬ 
mission  and  the  China  Securities 
Regulatory  Commission  have  an¬ 
nounced  plans  to  cooperate  on  the 
development  of  regulations  for 
Mainland  high  technology  compa¬ 
nies  interested  in  listing  on  Hong 
Kong’s  planned  second  market. 
Details  on  page  2 

An  informal  survey  conducted  at  a 
recent  PricewaterhouseCoopers 
seminar  has  found  that  local  en¬ 
tertainment  and  media  firms  aren’t 
prepared  for  digital  content  deliv¬ 
ery.  More  on  page  8. 
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This  month’s  CIO  features  a  look 
at  how  local  trading  firm  Da 
Chong  Hong  is  revamping  its 
corporate  network  in  preparation 
for  the  roll  out  of  its  Oracle- 
based  Motor  System  application 
later  this  year.  Our  four-page 
supplement  starts  on  page  9. 
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SAR,  Mainland  concur  on  second  market 


By  Megan  Scott 


Hong  Kong’s  Securities  and 
Futures  Commission  (SFC) 
and  the  China  Securities  Regu¬ 
latory  Commission  (CSRC) 
will  start  working  together  on 
the  regulatory  principals  for 
Mainland  companies  inter¬ 
ested  in  listing  on  Hong 
Kong’s  future  second  market, 
said  Andrew  Sheng,  chairman 
of  the  SFC  at  a  high  technol¬ 
ogy  forum  in  Beijing  last 


week.  In  part,  the  concept  of 
a  second  market  is  aimed  at 
providing  a  listing  mecha¬ 
nism  for  high  technology 
companies. 

The  idea  for  a  second  mar¬ 
ket  arose  out  of  concern  by 
government  and  industry 
groups  over  the  lack  of  capi¬ 
tal  for  small-  and  medium¬ 
sized  companies,  especially 
high  technology  companies, 
to  finance  their  business  de¬ 
velopment,  Sheng  explained. 


Work  on  the  model  of  Hong 
Kong’s  Growth  Enterprise 
Market  (GEM)  began  last 
May  and  the  market  is  ex¬ 
pected  to  be  open  later  this 
year.  Details  on  how  compa¬ 
nies  can  get  listed  are  expected 
to  be  announced  next  month, 
according  to  a  spokesman  at 
the  SFC. 

Over  the  past  year,  market 
studies  conducted  hy  the  Stock 
Exchange  of  Hong  Kong 
(SEHK)  have  revealed  that 


quite  a  number  of  Mainland 
enterprises  are  interested  in 
listing  on  the  GEM,  according 
to  Sheng.  “To  tackle  market 
integrity  issues  arising  from 
Mainland  enterprises  listing  on 
GEM,  there  will  be  close  regu¬ 
latory  cooperation  between  the 
SFC  and  the  CSRC,”  Sheng 
said.  In  addition,  the  CSRC, 
SFC,  SEHK  and  “relevant  ex¬ 
perts"  will  set  up  a  joint  work¬ 
ing  party,  he  said. 

One  local  Internet  service 
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Printing  breakthrough  Your  office's  helpful  tool 

It  is  beneficial  to  recruit  a  printing  guru  that  can  handle  office  work  with  its 
outstanding  efficiency  and  effectiveness.  The  latest  EPSON®  EPL-N4000  laser 
printer  has  an  amazingly  high  speed  of  40ppm  -  the  highest  speed  in  its  class. 
More  importantly,  it  is  cost-effective,  it  only  costs  approximately  6.5  cents  per 
A4-size  paper.  EPL-N4000  can  print  various  sizes  outputs  up  to  A3-size,  while 
delivering  an  automatic  duplex  printing  as  an  option.  It's  equipped  with  an 
optional  Multibin  Unit  so  it  can  print  up  to  10  sets  of  document  and  then  sort 
them  all  in  order  onto  different  trays.  With  the  above  advantages  the  EPL  - 
N4000  can  share  the  workload  of  your  copier.  Moreover,  it  has  a  paper  holding 
capacity  of  1050  sheets  and  is  expandable  to  3550  sheets.  The  EPL-N4000 
has  a  built-in  multi-protocol  network  support  functions  for  different  network. 
Thus,  its  efficiency  and  convenience  completely  meet  your  recruitment 
requirements  to  help  you  out  with  boring  office  work. 

EPSON  Laser  Series  caters  for  different  office  needs 

The  EPSON  laser  printer  series  has  the  powerful  abilities:  EPL-C8000  features 
EPSON'S  exclusive  AcuLaser  Color  Halftoning  that  offers  unrivalled  output  quality 
at  A3W.  It  is  the  only  color  laser  printer  which  has  won  the  PCWorld  Hong  Kong's 
"World  Class  Awards  1 998".  EPL-N1 61 0  is  best  for  workgroups  and  is  capable  of 
delivering  A3-size  output  at  an  A4  printer  cost;  and  EPL-5700  offers  low  running 
cost  and  high  compatibility.  It  can  well  handle  a  variety  of  jobs  while  providing  you 
with  beautiful  images  and  high  working  efficiency.  Ifs  no  doubt  it  is  recommended 
by  PCWorld  Hong  Kong  as  best  Buy  business  desktop  laser  printer,  which  proves 


its  popularity  and  advantages. 

Want  to  develop  a  more  successful  business?  Call  us  on  2585  4398. 


Model  No 

N4000 

C8000 

N1610 

5700 

Largest  paper  size 

A3 

A3W 

A3 

A4 

Speed 

40ppm(BA/V) 

16ppm(B/W) 

4ppm(Color) 

16ppm(B/W) 

8ppm(B/W) 

Memory 

64MB 

64MB 

4MB 

4MB 

Driver  Functions 

Watermark,  Fit-to-page,  Print  Layout,  Overlay 

Warranty 

One  year  on-site  (Including  parts  and  labour) 

One  year 

If  you  would  like  to  experience  the  EPSON  laser  printer  series'  outstanding  performance,  please  do  not  | 
hesitate  to  call  us  on  2585  4398  for  demonstration.  You  can  also  fill  in  the  form  below,  and  fax  to  2827 
7083  or  send  to  EPSON  Hong  Kong  Ltd.  1 

□  Please  arrange  demonstration 

□  EPL-N4000  □EPL-C8000 

Name: _ 


□Please  send  me  product  information 
□EPL-N1610  DEPL-5700 

Contact  no.: _ 


Company: . 
Address: 


(Please  enlarge  this  form  before  faxing) 


General  Enquiry  Hotline  2585  4398 


PROFESSIONAL  PARTNER 


Technical  Enquiry  Hotline  2585  4399 

XI 


WORK 


Website  http://www.epson.com.hk 


EPSON 


TP,S°LL°n;U0n9  Umlled  ,Ho"9  KonS  Information  Centre)  Rm  4706-10.  47/F  China  Resources  Building,  26  Harbour  Road,  Wanchai,  Hong  Kong. 
AutttBrtwt  n.,i.  3  o  v,Fa  * '  !B2?  7083  ’  (Kowloon  Information  Centre)  1 8/F  Kowloon  Plaaa,  485  Castle  Peak  Road,  Kowloon.  Tel:  2370  3796 

Au, Cored  Dealers:  CyBem.lt.  C.mpBl.f  Lid  Tel  2369  0933  •  M.co.ar.  D,s„,bo,o,s  T.l  2680  3038  •  S„«m-P,o  Compo.ers  Lid  Tel  2579  5209  •  M.eroware  Compole.  Syslems  Tel  2856  5678 
•  Maxland  Computer  System  Lid  Tel  2370  3123  •  PIC  Compulers  Lid,  Tel:  482938  (Macau) 


Sheng:  “To  tackle  market  integrity 
issues  arising  from  Mainland 
enterprises  listing  on  GEM,  there  will 
he  close  regulatory  cooperation 
between  the  SFC  and  the  CSRC.” 


provider  planning  to 
go  public  thought  the 
collaboration  was  a 
good  idea.  “I  think  its 
going  to  be  good  for 
protecting  investors’ 
interest,”  said  Charles 
Mok.  general  manager 
at  HKNet  -  a  subsidi¬ 
ary  of  CCT  Telecom 
which  recently  an¬ 
nounced  its  plans  to 
list  either  later  this  year 
or  early  next  year.  The 
company  is  consider¬ 
ing  Nasdaq,  SEHK. 
and  GEM  although 
nothing  is  finalized 
yet,  according  to  Mok. 

A  second  market  is 
still  integral  for  Hong 
Kong’s  IT  develop¬ 
ment  and  growth  even  though 
you  already  see  companies 
not  waiting  and  going  over¬ 
seas  for  listing,  Mok  said.  “If 
Hong  Kong  doesn’t  have  a  lo¬ 
cal  mechanism  to  seek  further 
funding  for  development.. .it’s 
only  going  to  mean  that  the 
opportunity  is  going  to  be 
taken  elsewhere,"  Mok  said. 

The  “wait  and  see”  attitude 
is  being  taken  by  local  e-com¬ 
merce  software  developer 
ecVision  which  doesn't  plan 
to  go  public  for  at  least 
another  two  years.  Good 
valuations  and  analysts  are 
important  when  making  deci¬ 
sions  on  where  to  list,  said 
Thomas  Ng,  managing  direc¬ 
tor  of  ecVision.  Analysts  have 


a  lot  of  influence  and  there  re¬ 
ally  are  no  software  analysts 
in  Hong  Kong  because  there 
are  few  software  companies, 
he  said. 

In  addition  to  market  in¬ 
tegrity,  GEM  will  follow  the 
basic  regulatory  principals  of 
SEHK  with  the  view  to  be¬ 
coming  a  more  disclosure- 
based  exchange,  SFC’s  Sheng 
said.  Currently,  SEHK  oper¬ 
ates  on  a  more  “hybrid"  dis¬ 
closure,  merit-based  system, 
he  said.  With  the  potentially 
riskier  nature  of  the  business 
carried  on  by  GEM  listed 
companies,  “the  quality  of  the 
disclosure  and  market  integ¬ 
rity  are  all  the  more  impor¬ 
tant,"  Sheng  said. 


SGI  offers  key  piece 
of  OS  to  Linux  users 


By  Porte  Toft _ 

IDG  News  Service,  Boston 

Linux  received  yet  another 
important  boost  last  week, 
when  Silicon  Graphics  Inc. 
(SGI)  offered  a  key  piece  of 
its  IRIX  operating  system  to 
the  open-source  community. 
The  software  piece,  SGI’s 
journal  file  system  known  as 
XFS,  will,  if  implemented, 
enhance  a  Linux-based  sys¬ 
tem’s  ability  to  recover  fast 
after  a  crash  and  to  handle 
very  large  files. 

According  to  analysts,  the 
software  is  crucial  for  Linux 
in  order  to  enter  the  corporate 
world,  where  reliability  and  24- 
hour  service  are  required.  The 
offer  from  SGI  fills  the  gap, 
according  to  an  operating  sys¬ 
tem  analyst. 

"Furthermore,  the  XFS  is  a 
highly-valued  piece  of  soft¬ 
ware  by  the  present  users”,  said 
Dan  Kusnetzky,  analyst  at  In¬ 
ternational  Data  Corp.  (IDC), 
a  market  research  firm  based 
in  Framingham,  Massachu¬ 
setts. 

Now  it  is  up  to  each  Linux 


vendor  whether  XFS  will  be 
incorporated  in  the  operating 
system.  The  decision  depends 
heavily  on  an  informal  evalua¬ 
tion,  done  by  various  people 
in  the  Linux  community,  after 
the  source  code  has  been 
posted. 

“And  that  is  a  very  aggres¬ 
sive  peer  review”,  said 
Kusnetzky. 

However,  he  considers  the 
SGI  commitment  to  Linux  one 
of  the  most  important  in  a 
long  line  of  support  from  IT 
vendors  in  recent  months. 
Kusnetzky  also  admires  SGI 
for  having  the  courage  to  post 
the  source  code  of  XFS  and 
for  doing  it  so  soon.  Other  ven¬ 
dors  will  now  have  a  chance  to 
make  their  hardware  take  bet¬ 
ter  advantage  of  the  XFS,  he 
noted. 

SGI  does  have  a  good  chance 
of  getting  more  customers  on 
its  Intel-based  workstations 
owing  to  the  many  common 
traits  between  users  of  SGI 
products  and  Linux,  the  ana¬ 
lyst  said. 

"They  are  both  into  content. 
Not  business,”  said  Kusnetzky. 
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What  Good  Is  An  Object  idol 
Without  An  Object  Database? 


Attracting  and  retaining  customers  requires  applications  that 
are  not  only  entertaining  and  informative ,  but  also  easy  to  use. 


3  Microsoft  Internet  Explorer 
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Jasmine 's  object  technology  is  designed  for  building  enticing 
systems  that  you  get  to  market  faster,  develop  more  rapidly, 
and  gain  productivity  through  reuse  and  integration  of  code, 
data  and  applications. 


i-i  i«i 


Today's  business  information  is  made  up  of  not  only  text  and 
numbers,  but  also  images,  motion,  and  sound. 


*j5  Schedule  -  Jasmine  Scene  [Running] 


Only  a  pure  object  database  like  Jasmine  inherently  under¬ 
stands  how  to  store  and  process  complex  data.  Complex 
queries,  such  as  fare  comparisons  for  specific  destinations 
and  dates,  are  easily  implemented  with  Jasmine. 


Jasmine  Works  Will) 
Your  Favorite  Tool 

•  Sun: 

Java  Studio 
Java  Workshop 

•  Microsoft: 

Visual  InterDev 
Visual  C++ 

Frontpage 
Visual  J++ 

VisualBasic 
Visual  Studio 

•  Symantec  Visual  Cafe 

•  Inprise  JBuilder 

•  Bluestone  Software 

•  Centura 

•  SilverStream 

•  SuperNova 

•  Dataviews  Corporation 

•  Trellix 


Just  think  how  much  more  powerful  your  object  tool 
would  be  with  an  object  database  like  Jasmine™. 

With  Jasmine’s  pure,  object-oriented  architecture, 
objects  defined  in  your  application  tool  (C++,  information  inw 

Java,  and  others)  are  the  same  as  the  objects  HARMONY 

managed  by  Jasmine. 

You  can  use  native  language  bindings,  rather  than  learning  and 
coding  new  non-object-based  data  access  protocols  such  as  JDBC. 
And  Jasmine  supports  large  amounts  of  complex  data  so  you  can 
deliver  true,  next-generation  applications. 

With  Jasmine,  objects  never  have  to  be  converted  to  relational 
formats,  so  they  run  much  faster.  And  there’s  no  need  to  choose 


between  object  models  -  Jasmine 
supports  both  COM  and  Java.  It  even  lets 
you  use  different  tools  at  the  same  time. 

Jasmine’s  object  infrastructure  also 
integrates  external  data  and  applications, 
making  them  accessible  from  any 
application  development  tool. 

That  includes  the  object  tool  you’re 
using  right  now.  So  call  (852)  2587-1388,  fax  (852)  2587-1018  or 
visit  www.cai.com/ads/jasmine/dev  for  your  FREE,  full-function 
Jasmine  Developer  Edition  CD.  And  turn  your  object  tool  into  an 
instant  advantage. 


MPUTER 
ASSOCIATES 

Software  superior  by  design. 


Jasmine 
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NEWS 


HP  maps  out  plan  for  Internet  commerce 


By  Dan  Briody 

US  InfoWorld 

Hewlett-Packard  put  some 
muscle  behind  its  electronic- 
services  message  this  week  by 
announcing  a  technology  the 
company  hopes  will  change  the 
way  business  is  done  on  the 
Internet. 

The  company  revealed  its  E- 
speak  technology  for  Internet 
commerce,  formerly  code- 
named  Fremont,  and  jumped 
headlong  into  the  application 


service  provider  (ASP)  market. 
With  the  announcements,  HP  is 
hoping  to  unify  its  entire  organi¬ 
zation  as  well  as  lead  what  it 
calls  “Internet:  Chapter  2.” 

“E-services  is  spreading  like 
wildfire  throughout  HP  and  is 
unifying  our  company,”  said  HP 
CEO  Lew  Platt,  addressing 
stockholder  concerns  that  the 
company  has  become  too  de¬ 
centralized.  "We  have  not  done 
a  good  job  with  Internet  1 ,  but 
Internet  2  promises  to  be  more 
profitable.” 


HP  said  that,  because  E-speak 
is  Java-based  middleware,  it  will 
provide  dynamic  discovery  and 
brokering  of  e-business.  Using 
a  uniform  service  interface  and 
software  run  time  that  performs 
the  services,  E-speak  could  be¬ 
come  the  building  block  for  a 
more  integrated  way  of  do¬ 
ing  business  on  the  Web.  But 
the  onus  is  on  HP  to  drum  up 
worldwide  support  and  adop¬ 
tion  of  the  technology  if  it  is 
to  succeed. 

“The  keys  will  be  marketing 


and  acceptance,”  said  Nigel  Ball, 
general  manager  of  HP’s  e-serv¬ 
ices  division. 

Despite  the  bold  claims  and 
plans  HP  has  for  E-speak,  there 
is  much  work  to  be  done  in 
proliferating  the  nascent  tech¬ 
nology,  designed  to  enable 
transactions  among  disparate 
businesses  on  the  Web,  accord¬ 
ing  to  one  analyst. 

“These  are  still  the  early  days; 
there  are  no  products,  not  even 
an  SDK  [software  developer’s 
kit],”  said  Paul  McGuckin,  an 


analyst  at  the  Gartner  Group, 
in  Stamford,  Connecticut. 
“There  is  a  technology,  and  it 
does  appear  to  be  a  good  set  of 
services,  but  they  still  have  a 
number  of  barriers.  They  need 
a  lot  more  partnerships.  They 
have  very  few  people  signed 
up  right  now." 

Partners  include  PeopleSoft, 
Nokia,  and  Seagate.  Notice¬ 
ably  absent  from  the  proceed¬ 
ings  at  HP's  headquarters  was 
Microsoft. 

"HP  would  love  to  have 
Microsoft  anoint  this,  but  they 
won't,"  McGuckin  said.  “This 
is  way  too  big  a  space  to  let 
HP  own  it.” 

HP  is  actively  recruiting  sup¬ 
porters  and  is  in  talks  with 
Microsoft.  The  company  is 
also  hunting  for  an  impartial 
group  to  take  control  of  the 


from  page  one 

porations,  the  CED  and  BSA 
also  jointly  announced  initia¬ 
tives  to  educate  corporations 
on  software  asset  management. 

Declining  piracy? 

CED's  Tsang  couldn’t  spe¬ 
cifically  quantify  the  impact 
that  raids  and  criminal  lawsuits 
against  corporations  would 
have  on  reducing  piracy  but 
said  it  would  be  “substantial.” 

“I  think  what  it  will  do  is  to 
create  a  huge  deterrence  if  peo¬ 
ple  understand  that  we’re  tak¬ 
ing  this  very  seriously  and  they 
could  get  some  pretty  heavy 
penalty  for  doing  that,”  Tsang 
said. 

The  1997  piracy  rate  in  Hong 
Kong  was  67  percent  compared 
to  64  percent,  32  percent,  and 
28  percent,  respectively,  for 
Taiwan,  Japan,  and  the  U.S., 
according  to  the  BSA. 

According  to  Tsang,  the 
scale  and  quantity  of  piracy  in 
Hong  Kong  has  decreased  over 
the  past  few  years.  The  CED 
used  to  find  10,000  to  20,000 
pirated  discs  during  a  raid  but 
more  recently  shops  have  had 
only  a  few  dozen  copies  of  il¬ 
legal  software,  Tsang  said. 
Instead  of  whole  shopping 
malls,  CED  is  now  rooting  out 
scattered  individual  shops  and 
hawkers,  he  said. 

Tsang  discounted  concerns 
that  the  BSA  -  which  repre¬ 
sents  a  small  group  of  soft¬ 
ware  companies  including 
Microsoft,  Adobe,  Autodesk 
and  Symantec,  among  others 
—  might  benefit  more  from 
CED's  anti-piracy  raids  than 
non-member  software  compa¬ 
nies.  "BSA  does  not  have  a 
monopoly  of  Customs  use,” 
Tsang  said.  CED  works  with 
other  organizations  and  alli¬ 
ances  such  as  the  Motion  Pic¬ 
ture  Association,  he  added. 

For  the  BSA,  the  more 
proactive  partnership  with 
CED  is  important  because  en¬ 
terprise  piracy  represents  over 
half  of  all  piracy  losses  to  the 
software  industry  annually, 
according  to  Tom  Robertson, 
legal  counsel  for  Microsoft 
Hong  Kong  and  vice  president 


free,  open-source  E-speak  soft¬ 
ware,  a  la  Linux. 

“We  don’t  want  to  control 
it;  we  don’t  want  to  fall  into 
the  Java  trap,”  Ball  said,  refer¬ 
ring  to  Sun’s  travails. 

Although  HP’s  ASP  an¬ 
nouncements  lacked  specific 
details,  what  it  is  clear  that  the 
company  intends  to  host  ap¬ 
plications,  storage,  data  min¬ 
ing,  and  warehousing,  and  any 
number  of  IT  services  as  “apps 
on  tap."  HP  officials  said  they 
believe  that  the  application 
outsourcing  market  will  grow 
to  US$10  billion  in  the  next 
three  years.  Microsoft  will 
support  HP’s  outsourcing  busi¬ 
ness  with  Exchange  and 
BackOffice  applications,  ac¬ 
cording  to  Ann  Livermore, 
CEO  of  Enterprise  Computing 
Business  at  HP. 


of  the  BSA. 

“This  initiative  is  very  im¬ 
portant  to  the  Hong  Kong 
software  industry  and  repre¬ 
sents  a  major  commitment  on 
the  part  of  the  government  to 
address  the  serious  problem 
of  software  piracy  here,” 
Robertson  said. 

Currently,  the  BSA  is  work¬ 
ing  with  other  regional  authori¬ 
ties  on  similar  criminal  en¬ 
forcement  programs  in  Korea, 
Taiwan,  and  Malaysia,  Robert¬ 
son  said. 

Enterprise  piracy  is  by  far 
the  biggest  challenge  for  the 
software  industry,  Robertson 
said,  adding  that  this  partner¬ 
ship  program  should  have  a 
"dramatic  effect”  on  the  soft¬ 
ware  piracy  rate  in  Hong  Kong. 

Robertson  could  not  say  ex¬ 
actly  how  much  the  partner¬ 
ship  between  the  BSA  and 
CED  will  reduce  the  piracy  rate 
in  Hong  Kong  but  said  he  ex¬ 
pects  the  BSA  will  continue  to 
receive  a  “large  number  of 
calls”  from  people  reporting 
illegal  software  use  at  the  cor¬ 
porate  level.  "Hong  Kong  will 
have  to  do  a  lot  of  work  be¬ 
fore  the  piracy  rate  drops,  but 
this  program  is  a  very  strong 
step  in  the  right  direction,” 
Robertson  said. 

Piracy  and  the  CED  have 
made  headlines  lately.  Pirated 
software  was  uncovered  at  the 
offices  of  the  SAR’s  Hous¬ 
ing  Department,  according  to 
recent  reports.  In  related 
news,  the  head  of  the  CED’s 
Prosecution  Bureau  was 
jailed  for  four  years  for  tip¬ 
ping  off  a  pirated  VCD  manu¬ 
facturer,  according  to  recent 
press  reports. 

Earlier  this  month,  the  CED 
stopped  a  submarine-type  ves¬ 
sel  loaded  with  pirated  soft¬ 
ware  from  Macau,  CED's 
Tsang  said.  "Ideally,  we’d  stop 
everything  at  the  border,”  but 
the  smugglers  are  clever, 
Tsang  said.  Over  this  past 
few  weeks,  Tsang  said  he 
has  met  with  his  customs 
counterparts  in  Beijing  and 
Guangzhou  to  start  “sharing 
intelligence  and  hit  [pirates] 
in  transport.” 


*_  .  -'•?*  y.-v’jv 

.  .  .  ' 

ippjBgg  fff  -  t 

VA*-'  '  {■',  ■-  •  7. ’’  i  "  V  •  •  -  . 

•.  \  -■  .. 

*T *  •-. 


for  Your  Data  Storage  -  .. 

Against  Y2K  Blit)!  * 

*%. 


It's  easy  to  protect  against 
the  disaster  with  Sony 

The  Millennium  Bug  problem  is  approaching!  Many  people  around  the  world  are 
worried  about  the  effects  it  has  on  their  computer  systems  or  electronic  devices 
which  could  result  in  malfunction  and  the  loss  of  valuable  data.  The  scary  thing  is 
that  the  years  of  hard  work  by  your  company  could  all  be  lost  in  a  second!  Now 
you  can  tackle  this  problem  with  ease.  Just  back  up  your  valuable  data  with  Sony 
Data  Cartridge  which  offers  invincible  protection  against  the  Bug  to  ensure  that 
your  company  runs  smoothly. 

Trust  the  leader  in  metal  tape  technology  :  Sony 

Sony  is  known  internationally  as  the  leader  in  tape  technology.  Early  in  1950, 
Sony  invented  a  paper-based  magnetic  tape  making  it  the  first  ever  in  Japan. 
In  1978,  Sony  created  another  milestone  by  inventing  the  world's  first  metal 
tape-MC-90  which  offers  greater  recording  density  and  better  replay  quality. 
In  fact,  Sony's  metal  tape  technology  won  the  Emmy  Award  in  1990  in  recognition 
of  its  superb  quality  and  advanced  technology, 


A 


V  P  t  egg 

Sony  Metal  Tape  Series  guarantees 
complete  protection  of  your  data 

Sony  Data  Media  offers  5  top  quality  data  cartridges  series  which  apply  the  latest 
metal  technology  &  tape  manufacturing  know-how:  DDS,  D8,  AIT,  DLT  &  QIC, 
each  with  unique  features  and  functions.  When  it  comes  to  data  storage  or  transfer 
speed,  Sony  is  ahead  of  the  rest.  Now  you  can  use  the  minimum  of  time  and 
resources  to  safeguard  your  company's  data.  Whatever  format  you  choose,  your 
company  is  guaranteed  data  storage  that's  simply  invincible! 
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^  x  □  Yes! 

AIT  Metal  Tape  / 

/  Please  send  me 

/  a  Detailed  Catalog 

/  Name: _ 


Sony  Corporation  of  Hong  Kong  Ltd. 

Hong  Kong  Marketing  Company 
Customer  Service  Hotline  :  2833  5129 
E-mail  :  cshelpdesk@shk.sony. com. hk 


Distributors  : 

Elletron  International  (H.K.)  Ltd.  Tel 
JOS  Depot  Tel 

Richgem  Agents  Limited  Tel 

Saggio  Computer  Company  Tel 

Union  Enterprises  Tel 


(Please  (ax  or  e-mail  lo  us) 


2743  4848  Fax  :  2743  5968 
2565  2888  Fax  .  2561  5000 
2520  2882  Fax  :  2527  1478 
2886  3863  Fax  :  2886  2306 
2395  4281  Fax  :  2789  2849 
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ENTERPRISE  COMPUTING 


Sun  offers  Y2K  compliance  warranty 


By  Jack  McCarthy 

IDG  News  Service, 

San  Francisco 

Sun  Microsystems  has  an¬ 
nounced  it  will  honor  a  broad 
warranty  that  will  cover  prob¬ 
lems  caused  by  the  Year  2000 
bug  on  a  majority  of  its  prod¬ 
ucts,  a  move  designed  to  reas¬ 
sure  its  customers  that  there 
should  be  few  difficulties  in  the 
transition  to  the  next  millennium. 

Sun  has  issued  a  guarantee 
that  products  with  a  Year  2000 
warranty  should  continue  to 
work,  and  if  not,  the  company 


will  repair  the  products,  supply 
equivalent  products,  or  refund  their 
net  book  value.  The  warranty  ap¬ 
plies  to  products  purchased  on 
or  after  January  1.  1995. 

The  Year  2000  warranty  was 
issued  earlier  this  year,  but  the 
company  publicly  announced  it 
this  week  to  reassure  customers. 

"This  warranty  helps  the  end 
user  know  that  Sun  isn't  going 
to  flip-flop  on  products  listed  as 
Year  2000  compliant,"  said 
Tony  Hampel,  Sun’s  group  man¬ 
ager  for  Year  2000  marketing. 

The  Year  2000  problem  is 
occurring  because  most  older 


IBM’s  DB/2  goes 
lightweight  in  beta 


By  Porte  Toft 

IDG  News  Service,  Boston 

IBM  has  announced  that  DB2 
for  palm-sized  computers  is  in 
beta  test  and  that  it  and  an  8M 
version  for  notebooks  will  be 
available  later  in  the  year. 

Other  DB2  releases  are  com¬ 
ing  sooner.  On  May  21  the  AS/ 
400  community  got  its  new 
version,  4.4.  The  DB2  version 
5  for  mainframes  running  OS/ 
390  will  be  released  June  25. 
Then  on  July  30  IBM  will 
launch  DB2  Universal  Data¬ 
base  version  6.1  for  Windows 
NT  and  Unix,  as  well  as  for 
OS/2  and  Linux. 

In  its  announcement  IBM 
stressed  the  huge  interest  for 
the  beta  version  of  DB2  for 
Linux,  an  open  source  operat¬ 
ing  system. 

“There  have  been  over 
34.000  downloads  of  the  beta 
version”,  said  Janet  Perna. 
general  manager  of  data  man¬ 
agement  at  IBM  Software 
Solutions. 

The  new  version.  6.1,  is  en¬ 
hanced  in  several  areas,  accord¬ 
ing  to  Perna.  It  speeds  up  the 
application  development  of  elec¬ 
tronic  commerce  systems,  tar¬ 
gets  performance  and  ease- 
of-use,  and  includes  a  cross¬ 
platform  procedure  builder  for 
Java  and  integration  with 
VisualAge  and  VisualStudio. 

IBM  also  is  releasing  migra¬ 
tion  tools  for  databases  from 
Oracle,  Sybase,  Informix,  and 
Microsoft’s  SQL  Server  and 
Microsoft  Access. 

IBM  is  trying  to  increase  its 
market  share  edge  with  the  mi¬ 
gration  tools.  In  1998  DB2  was 
the  best  selling  database,  accord¬ 
ing  to  Gartner  Group’s  market 
research  firm,  Dataquest.  IBM 
had  32.3  percent  of  the  market, 
pushing  Oracle  down  to  second 
place  with  29.3  percent  from 
first  place  in  1997.  In  third 
place  was  Microsoft  with  10.2 
percent  market  share,  in  fourth 
place  was  Informix  with  4.4 
percent  and  Sybase  was  fifth 
with  3.5  percent. 

The  upward  trend  seems  likely 
to  continue  for  IBM  in  1999. 


The  first-quarter  revenue  of  DB2 
for  OS/390  grew  13  percent 
from  the  same  quarter  the  previ¬ 
ous  year  and  123  percent  for 
Windows  NT.  according  to 
IBM's  Pema.  The  installed  base 
of  DB2  servers  is  1.1  million. 

IBM  has  changed  the  price 
model  for  DB2  Enterprise  Edi¬ 
tion  and  the  extended  enterprise 
edition  from  payment-per-user 
to  payment-per-processor  to  ac¬ 
commodate  companies  who 
have  an  increasing  number  of 
users  conducting  Internet  com¬ 
merce.  Pema  said. 

IBM  developed  the  light  ver¬ 
sion  for  notebooks,  DB2  Uni¬ 
versal  Database  Satellite  Edi¬ 
tion,  and  the  featherweight 
version,  named  DB2  Every¬ 
where,  because  of  the  growing 
number  of  mobile  workers,  the 
company  said. 

The  Satellite  Edition  for 
notebooks,  which  uses  8M  of 
RAM  and  takes  up  30M  of 
storage  on  the  hard  disk,  in¬ 
stalls  itself  and  replicates  with 
the  central  database  automati¬ 
cally,  IBM  said. 

DB2  Everywhere,  which 
uses  50K  of  RAM,  was  devel¬ 
oped  for  IBM's  Workpad, 
3Com's  Palm  computers,  Win¬ 
dows  CE  computers,  and  other 
devices.  Synchronization  with 
relational  data.  Lotus  Notes  or 
Microsoft  Exchange  takes  place 
via  IBM  Mobile  Connect. 

Oracle,  however,  will  beat 
IBM  in  releasing  a  database 
for  palm-sized  devices.  Ora¬ 
cle,  based  in  Redwood  Shores, 
California,  will  ship  its 
OracIe8i  Lite  in  June,  accord¬ 
ing  to  a  statement  from  the 
company.  Furthermore,  Oracle 
plans  to  make  this  version 
available  for  Linux  as  well. 

The  announcements  from 
IBM  get  a  thumbs-up  review 
from  Mitch  Kramer,  an  ana¬ 
lyst  at  Patricia  Seybold  Group 
in  Boston. 

“It’s  all  good  for  DB2  — 
new  markets,  new  platforms, 
better  and  simpler  pricing."  he 
said.  “DB2  is  a  formidable 
offering  and  IBM’s  marketing 
hasn’t  been  as  strong  as  its 
product.” 


software  was  written  with  a 
two-digit  date  field  that  might 
read  the  “00”  in  2000  as 
“1900"  and  therefore  fail  to 
make  correct  calculations.  The 
vast  majority  of  Sun’s  prod¬ 
ucts  purchased  after  January  1 . 
1995,  will  have  to  be  Year 
2000-compliant,  Hampel  said. 

Sun’s  stance  is  one  of  the 
most  proactive  efforts  by  com¬ 
puter  companies  to  show  cus¬ 
tomers  the  company  stands 
behind  its  products  when  it 
comes  to  the  so-called  Y2K 


issue,  said  Tom  Oleson,  re¬ 
search  director  of  the  IT  advi¬ 
sor  program  at  market  research 
firm  International  Data  Corp. 

Other  companies  have  also 
announced  they  will  honor 
Y2K  warranties,  including 
IBM,  Microsoft,  Dell  Compu¬ 
ter,  and  Novell,  Oleson  said, 
“What  you  have  is  the  IT  in¬ 
dustry  saying  they  are  going 
to  stand  behind  their  products." 

"But  the  Sun  announcement 
makes  sure  their  customers 
understand  they  really  do  in¬ 


tend  to  support  them,”  Oleson 
said.  "This  is  kind  of  a  blanket 
statement  of  support.” 

Another  analyst  agreed  that 
Sun’s  action  was  very  aggres¬ 
sive. 

"I  don’t  think  anybody  [ex¬ 
cept  Sun]  has  given  a  guarantee 
that  they  will  come  in  and  fix 
any  problems,”  said  George 
Weiss,  an  analyst  with  the 
Gartner  Group  of  Stamford. 
Connecticut. 

Sun  began  testing  its  prod¬ 
ucts  for  Y2K  compliance  in 


1996  and  has  updated  the  sta¬ 
tus  of  products  that  were  on  its 
price  lists  starting  January  1, 
1995,  the  company  said  in  a 
statement.  All  of  the  compa¬ 
ny's  14,000  products  will  be 
tested  for  compliance. 

The  company’s  high-volume 
products  were  tested  first. 
Sun’s  Solaris  operating  system, 
and  its  UltraSPARC,  Java,  and 
VIS  Technology  products  were 
tested  and  are  listed  as  Y2K 
compliant,  according  to  the 
company. 


VISUAL 

Studio 


discover  new  VISUAL  powers 

Now  with  Microsoft®  Visual  Studio®  6.0  Enterprise  Edition,  you  can  develop  data-centric  enterprise  solutions 
faster  and  more  efficiently  than  ever.  With  no  fewer  than  five  Visual  DataBase  Tools,  Visual  Studio  6.0  is 
the  most  comprehensive  developer  suite  you  can  buy.  Combine  it  with  Microsoft  BackOffice®  Server 
Developer  Edition  —  which  includes  a  developer  license  for  SQL  Server™  7.0  — 
and  you  get  the  ultimate  development  platform  allowing  you  to  manage 
and  connect  your  data  both  graphically  and  intuitively. 


jRBB  rat  S3®  flg*  Mastering  Distributed  Application 
■,  2  Design  and  Development  Using 

*9  0  B  ifca  Lsa  Microsoft  Visual  Studio  6 


To  enjoy  your  Visual  Studio  benefits  and  learn 
more  about  the  upgrade  details,  visit  our  website 

at  www.microsoft.com/hk/VStudio/  or  call  us  on 
2804-4234 


Get  yourself  a  bigger  developer  team  now! 


Buy  or  upgrade  to  Microsoft  Visual  Studio  6.0  Professional  or 
Enterprise  Edition  before  15  June,  1999,  you'll  not  only  enjoy 
savings  of  up  to  10%,  but  also  a  FREE  copy  of  the  highly 
acclaimed  "Mastering  Distributed  Application  Design  and 
Development  Using  Microsoft  with  Visual  Studio  6", 
valued  at  HK$899,  while  stock  lasts. 
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Microsoft 


©  1999  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  BackOffice.  Visual  Basic.  Visual  C**.  Visual  InterDev,  Visual  J+*.  Visual  FoxPro.  Visual  Studio,  SQLServer,  the  Microsoft  Visual  Studio 
and  Where  do  you  want  to  go  today?  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  In  the  United  States  and/or  other  countries. 
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COMMENT 


OPINION 


How  to  avoid  being  ‘Amazoned’  by  your  competition 


Everybody,  it  seems,  is 
worried  about  getting 
Amazoned.  We're  all 
sweating  and  fretting  that  the 
next  big  out-of-no  where  Internet 
startup  will  steal  our  compa¬ 
ny’s  customers  while  running 
its  stock  price  into  the  strato¬ 
sphere  to  make  us  look  like 
pipsqueaks  by  comparison. 

We  can’t  do  much  about  the 
amazing  stock  prices  of  com¬ 
panies  like  Amazon.com.  Let’s 
face  it.  investors  love  a  pure 
Internet  play  —  no  bricks,  no 
mortar,  nothing  but  technology. 
But  take  a  closer  look  at  Ama¬ 
zon  as  it  celebrates  its  fourth 
birthday  by  buying  up  online 
drug  and  pet  stores.  Amazon's 
secret,  masterfully  hidden  from 
Wall  Street  wizards  and  indus¬ 
try  deep  thinkers,  is  that  it’s 
not  a  technology  company  at 
all.  Amazon  knows  exactly 
what  it  is:  a  retailer. 

Which  is  why  if  you  think 
of  yourself  and  your  IT  shop 
as  being  about  technology, 
there’s  no  way  you  can  avoid 
being  Amazoned. 

Find  that  hard  to  believe? 
You’re  not  alone.  Amazon  has 
bamboozled  lots  of  folks  into 


thinking  it's  an  IT  company. 
One  analyst  firm  even  predicts 
that  Amazon  will  get  out  of 
retailing  and  become  “a  data¬ 
base  and  customer  information 
clearinghouse."  because  eve¬ 
rybody  knows  that  information 
is  where  the  real  money  is. 

Yeah,  right.  So  how  come 
Amazon  is  leasing  a  million 
square  feet  of  warehouse  space 
in  Kansas  and  Nevada?  Those 
aren’t  data  warehouses,  folks 


—  that  space  is  for  CDs.  dog 
food  and  books. 

Sure,  Amazon  uses  technol¬ 
ogy.  Lots  of  news  stories  a  few 
years  ago  oohed  and  ahhed 
over  the  fact  that  the  "Earth’s 
Biggest  Bookstore"  had  hardly 
any  books  in  stock.  Amazon 
just  took  the  orders  and  passed 
them  on  to  publishers  to  ship. 
That  certainly  sounds  like  pure 
technology. 

But  Amazon’s  heart,  soul, 


guts  and  brain  are  all  about  one 
thing:  Amazon  sells.  Its  vir¬ 
tues  are  straight  out  of  Retail¬ 
ing  101:  huge  selection,  dis¬ 
count  prices  and  a  great  sales 
pitch.  Amazon’s  impressive 
technology  is  fanatically  fo¬ 
cused  on  one  thing  —  being 
the  best  store  anywhere.  Does 
Amazon  have  a  treasure  trove 
of  customer  data  and  market 
intelligence?  Sure,  and  it's  all 
directed  at  selling  even  more 


stuff.  Amazon  will  do  just 
about  anything  to  keep  custom¬ 
ers  coming  back  —  even  sell¬ 
ing  books  at  a  loss. 

That’s  why  Amazon  is  build¬ 
ing  warehouses.  When  Ama¬ 
zon  gets  an  order  for  one  copy 
of  a  book  and  passes  it  on  to 
the  publisher,  Amazon  may 
end  up  paying  full  retail  price, 
even  though  it  sells  the  book 
at  a  discount.  Warehouse  space 
makes  it  possible  for  Amazon 
to  buy  books  with  quantity  dis¬ 
counts  and  cut  shipping  costs. 

In  other  words,  Amazon 
stands  today’s  conventional  IT 
wisdom  on  its  head.  Most  com¬ 
panies  try  to  use  IT  to  cut  costs, 
and  use  bricks-and-mortar  fa¬ 
cilities  such  as  stores  and  ware¬ 
houses  to  sell  their  goods. 
Amazon  uses  IT  to  sell  the 
goods,  and  hopes  to  use  con¬ 
ventional  warehouses  and  lo¬ 
gistics  to  cut  its  costs. 

There’s  no  confusion  there, 
no  question  about  the  value  of 
IT  to  the  business.  IT  is  how 
Amazon  does  business.  But  the 
business  isn’t  IT  —  it’s  selling. 

So  if  you  don’t  want  to  be 
steamrolled  by  Amazon  or 
some  other  hot  Web  startup. 


Worried  about  Y2K?  Look  out  for  Week  1024 


If  you’re  the  squeamish  type 
who  has  vowed  to  keep  your 
distance  from  anything  com¬ 
puter-based  this  New  Year’s 
Eve,  here  is  something  else  to 
consider:  GPS  Week  1024. 

On  August  22.  1999.  the  sat¬ 
ellites  constituting  the  Global 
Positioning  System  (GPS )  will 
have  their  own  Y2K  scenario  as 
Week  1023  ends  and  the  system 
rolls  over  to  Week  Zero.  (A  GPS 
Cycle  is  1 ,024  weeks?  The  week 
number  is  broadcast  from  each 
GPS  satellite  as  part  of  the  GPS 
navigation  message.  As  with 
Y2K,  nobody  is  completely  cer¬ 
tain  what  will  happen  when 
Week  Zero  pops  up. 

The  GPS  was  developed  as  a 
location-tracking  tool  for  the  U.S. 


military.  The  U.S.  Department  of 
Defense  deployed  and  maintains 
the  dozens  of  GPS  satellites  sta¬ 
tioned  in  geosynchronous  orbit 
above  Earth.  Signals  from  these 
satellites  are  used  by  GPS  receiv¬ 
ers  to  calculate  the  latitude,  lon¬ 
gitude  and  altitude  of  the  re¬ 
ceiver  location  in  real  time. 

In  a  few  short  years,  GPS  has 
become  the  favored  method  of 
tracking  location  for  mariners, 
aviators  and  hikers.  A  fully  func¬ 
tional  handheld  GPS  receiver 
can  be  had  for  US$150.  Even 
traveling  salesmen  have  adopted 
GPS  devices  —  linking  tire  unit 
into  computer-based  mapping 
systems  in  their  cars. 

What,  pray  tell,  does  this  have 
to  do  with  IT?  Well,  network 


managers  might  not  care  about 
location,  but  they  do  need  to 
know  the  time.  More  than  that, 
for  certain  network  management 
and  troubleshooting  functions, 
they  need  to  know  the  exact 
time.  They  need  clock  synchro¬ 
nization. 

Running  traces  to  log  a  series 
of  discrete  events  or  packet 
transfers  is  what  network  man¬ 
agers  must  often  resort  to  when 
attempting  to  diagnose  a  com¬ 
plex  problem.  For  example, 
analyzer/trace  tools  might  be 
placed  at  two  different  points  on 
a  network,  say  New  York  and 
Chicago,  and  packets  entering 
at  New  York  and  transiting  Chi¬ 
cago  could  be  traced  to  deter¬ 
mine  if  any  are  being  dropped 


or  modified.  If  the  clocks  are 
out  of  sync  on  the  two  analyzers, 
then  just  finding  the  packets  in 
question  could  be  an  ordeal. 
And,  if  packet  latency  is  an  is¬ 
sue,  the  synchronization  of  the 
clocks  is  even  more  critical. 

Some  high-end  network 
analyzer  vendors  have  solved  the 
problem  by  developing  products 
that  leverage  the  GPS  system  to 
provide  a  clock  source  that 
would  allow  geographically 
separate  units  to  maintain  accu¬ 
rate  —  and  thus  synchronized  - 
clocks.  Who  knows  how  many 
troubleshooting  systems  pull 
their  clocks  from  GPS  units? 

Not  to  worry,  though  -  GPS 
manufacturers  are  fairly  sure  the 
rollover  won’t  cause  problems. 


Garmin  International,  a  major 
vendor  of  these  devices,  says 
newer  products  won’t  have  a 
problem.  But,  the  vendor  warns, 
"Some  older  Garmin  products 
will  need  to  perform  an  ‘auto 
locate’  or  ’search  the  sky’  op¬ 
eration  one  time,  the  first  time 
they  are  turned  on  following  the 
GPS  week  rollover  event,  in  or¬ 
der  to  acquire  satellites  and  per¬ 
form  navigation  functions." 

Remember,  you  heard  it  here 
first. 


The  author,  Kevin  Tolly,  is  presi¬ 
dent  of  The  Tolly  Group,  a  stra¬ 
tegic  consulting  and  independ¬ 
ent  testing  firm  in  Manasquan, 
New  Jersey.  He  can  be  reached 
at  ktolly@tolly.com. 


you’d  better  figure  out  what 
business  you’re  in. 

You’d  better  know  without 
a  doubt  that  you’re  in  retail  — 
or  banking  or  transportation  or 
manufacturing.  If  you  think 
you're  in  the  technology  busi¬ 
ness  just  because  you  spend 
your  time  managing  a  Web 
site,  designing  databases,  writ¬ 
ing  applications  or  keeping  a 
network  running,  you’ve  al¬ 
ready  lost  the  war. 

And  you’ll  get  Amazoned 
for  sure. 


The  author,  Frank  Hayes,  is 
US  Computerworld  's  staff  col¬ 
umnist.  His  e-mail  address  is 
frank_hayes@  computerworld. 
com. 

Don  Tennant  is  on 
assignment  this  week. 
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Viewpoint:  Let’s  put  the  ‘customer’  in  CRM 


To  those  of  you  who  are  building  Internet-based  customer 
relationship  management  (CRM)  systems,  I  offer  this  one 
piece  of  advice:  Don't  forget  the  customer. 

As  the  zeal  for  e-commerce  grows,  so  does  the  market  for 
CRM.  These  systems  are  highly  complex,  hardware-soft¬ 
ware-networking  concoctions  that  facilitate  the  business/ 
customer  relationship.  And  the  CRM  market  is  booming. 
International  Data  Corp.  believes  that  CRM  is  on  the  verge 
of  tremendous  growth  and  will  be  a  US$9  billion  market  in 
four  years.  Non-human  interfaces  will  replace  the  person- 
to-person  dynamics  that  have  defined  the  business/customer 
relationship. 

There  already  is  one  sterling  example  of  machines  at¬ 
tempting  to  replace  people  in  the  business/customer  rela¬ 
tionship.  I'm  talking  about  that  paragon  of  modern  effi¬ 
ciency,  automated  telephone  systems.  Don't  you  hate  them? 
How  many  of  you  have  simply  hung  up  on  them? 

If  that's  the  kind  of  model  around  which  ambitious  CRM 
solutions  will  be  built,  then  all  those  stratospheric  predic¬ 
tions  of  triple  digit  e-commerce  will  prove  highly  inaccu¬ 
rate.  Can  machines  really  automate  significant  portions  of 
what  has  always  been  a  person-to-person  relationship? 
I  have  my  doubts. 

Consider  this  simple  anecdote.  I  am  a  (largely  satisfied) 
customer  of  McAfee  Associates’  antivirus  software.  This 
kind  of  product  is  like  an  annuity  for  the  vendor.  You  buy 
it  fairly  cheaply  then  pay  annual  fees  for  upgrades  that  fight 
new  viral  strains. 


In  January  I  tried  to  download  the  latest  patch,  but  my 
password  didn’t  work.  I  found  out  that  it  had  expired  six 
months  earlier.  McAfee  has  my  phone  number,  address  and  e- 
mail  address,  yet  I  received  no  notification  that  my  upgrade 
license  had  expired.  Of  course  I  would  have  renewed,  as 
US$30  is  a  pretty  cheap  way  of  protecting  my  electronic 
assets  for  a  year. 

But  why  on  earth  didn’t  a  computer  vendor,  of  all  busi¬ 
nesses,  understand  how  to  leverage  the  Internet  to  manage  its 
customers,  not  to  mention  increase  revenue  and  profit?  Why 
did  I  have  to  make  two  phone  calls,  each  of  which  had  me 
wade  through  their  automated  phone  system  and  take  up  their 
support  people’s  time,  to  complete  a  simple  license  renewal  1 
would  have  undertaken  with  an  e-mail  reminder  six  months 
earlier? 

With  all  the  detailed  information  the  airlines  have  on  fre- 


Servers  for  the  next  E.  E-services. 

f 


For  more  information,  call  (852)  2599-7070 


quent  fliers,  why  does  the  typical  business  flier  who  pays 
US$1,000  to  fly  coast-to-coast  midweek  feel  much  less  like  a 
pampered  client  and  more  like  a  head  of  cattle'?  How  often 
after  making  a  big  purchase  (a  stereo,  a  car,  a  mortgage)  do 
you  experience  the  personal  touch  of  some  meaningful  fol¬ 
low-up?  Maybe  a  phone  call,  a  personal  note. 

Of  course,  CRM  systems  must  concern  themselves  with  far 
more  lofty  business  functions,  like  integration  of  front-office 
applications  with  critical  back-office  applications,  including 
accounting,  inventory,  order  fulfillment  and  the  like.  By  its 
nature,  CRM  is  supposed  to  support  many  kinds  of  customer 
interactions,  all  designed  to  retain  the  customer  for  the  long 
haul  and  ultimately  boost  the  bottom  line. 

Just  don't  forget  that  business  and  selling  is  still  about 
people.  One  of  the  CRM  solution  architect’s  most  difficult  yet 
utterly  necessary  undertakings  is  to  imagine  himself  in  the 
customer’s  shoes.  Once  there,  ask  yourself,  “How  would  I 
want  all  this  software,  hardware  and  networking  to  treat  me?” 


The  author.  Bill  Laberis,  writes  for  US  Computerworld. 


Fortunately,  there  are  innumerable  ways  to  take  advantage  of  this  situation. 
Soon  your  business  will  use  the  Internet  to  do  more  than  attract  hits  to  your  site 
or  manage  your  processes  online.  Thanks  to  e-services,  you'll 
use  it  to  offer  and  attract  businesses  and  services  in  almost 
infinite  combinations.  Opportunity  will  go  through  the  roof. 

So  will  the  importance  of  your  servers.  Introducing  HP  9000 
N-Class  Enterprise  Servers.  With  twice  the  performance  and 
at  half  the  price  of  other  mid-range  servers,  they're  perfect  for  reaching  what 
was  once  unattainable.  The  first  ever  IA-64  ready  mid-range  server.  Ready  for 
how  business  is  done  today.  And  tomorrow,  www.hp.com/go/nclass 
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Hong  Kong  lacks  readiness  for  digital  age 


By  Megan  Scott 


Few  local  technology,  telecom¬ 
munications,  media,  and  enter¬ 
tainment  companies  are  ready 
for  the  digital  age,  according  to 
an  informal  study  conducted  by 
PricewaterhouseCoopers  last 
week  at  its  Asia  Convergence 
Conference  in  Hong  Kong. 

Of  the  180  local  business 
leaders  attending  the  confer¬ 
ence  -  of  which  more  than  half 
were  managers,  owners  or  part¬ 
ners  of  their  companies  —  only 
7  percent  said  their  companies 
are  ready  for  the  digital  age. 


Digital  delivery  refers  to  the 
distribution  of  digital  content, 
data  and  voice  through  a  vari¬ 
ety  of  media  such  as  broadband 
fiber  optic,  cable  modem,  dig¬ 
ital  satellite,  and  digital  terres¬ 
trial  networks. 

Meanwhile,  57  percent  of 
respondents  to  the  informal 
survey  said  they  were  aware 
of  the  issues  involved  in  digital 
delivery  but  have  not  defined 
specific  action  plans  yet  while 
27  percent  said  they  were  in  the 
process  of  applying  strategies 
and  9  percent  said  their  compa¬ 
nies  hadn't  considered  digital 


delivery  in  any  serious  way. 

One  industry  observer,  Pete 
Hitchen,  senior  Internet  ana¬ 
lyst  at  International  Data  Corp. 
(IDC)  Asia-Pacific,  was  not 
surprised  with  the  results  of 
the  survey,  comparing  the  lack 
of  preparedness  for  digital  con¬ 
tent  delivery  to  the  Year  2000 
problem. 

As  with  confusion  over 
Y2K.  many  companies  are  not 
sure  if  they  know  how  or  what 
to  do  with  respect  to  the  dig¬ 
ital  age,  said  Hitchen. 

This  “wait  and  see"  attitude 
towards  digital  delivery  is  typi¬ 


cal  across  Asia-Pacific,  Hitchen 
said,  pointing  to  the  57  percent 
of  respondents  opting  for  that 
route.  With  respect  to  adoption 
of  digital  content  delivery,  the 
finance,  insurance,  and  govern¬ 
ment-backed  organizations 
across  Asia  are  the  ones  most 
likely  to  take  the  lead  while  the 
transportation  and  travel  sectors 
will  likely  lag  furthest  behind. 
Hitchen  said. 

Even  as  companies  begin  to 
take  advantage  of  the  digital  age. 
the  question  remains:  are  con¬ 
sumers  ready,  according  to 
Marcel  Fenez,  leader  of  the  tech¬ 


nology,  information,  communi¬ 
cations,  and  entertainment  group 
at  PricewaterhouseCoopers. 

Forty-four  percent  of  those 
polled  said  consumers’  ease  of 
access  to  the  Internet  was  the 
most  crucial  factor  for  the  suc¬ 
cess  of  digital  delivery.  Twenty- 
eight  percent  picked  speed  and 
quality  as  the  most  important 
factor  while  another  28  percent 
chose  value-added  services  and 
pricing  as  equally  important. 

However,  according  to 
Hitchen,  the  most  important  fac¬ 
tor  for  the  Internet's  success  is 
comfort.  “People  in  Asia-Pa¬ 


cific  just  aren't  comfortable 
with  the  Internet  yet,”  he  said. 

When  asked  to  name  the  best 
platform  to  reach  consumers,  36 
percent  of  respondents  to  the 
survey  chose  cable/terrestrial 
broadcasting,  27  percent  picked 
the  PC,  19  percent  favored  sat¬ 
ellite  broadcasting,  and  18  per¬ 
cent  elected  Digital  TV. 

Despite  its  popularity,  the  fu¬ 
ture  of  the  traditional  PC  is 
questionable  with  the  advent 
of  other  devices  such  as 
WebTVs  and  handheld  PCs, 
Hitchen  said.  The  age  of  the 
PC  is  fading,  he  said. 


DSL  expected  to  outpace  cable  modems  in  Asia 


By  David  Legard 

IDG  News  Service,  Singapore 

DSL  (Digital  Subscriber  Line) 
technology  will  outpace  cable 
modems  as  the  preferred  high- 
bandwidth  access  method  to 
the  Internet.  However,  ven¬ 
dors  need  to  offer  a  range  of 
DSL  options  to  suit  business 
and  consumer  needs,  accord¬ 
ing  to  Matthew  Young,  inter¬ 
national  development  manager 
for  the  DSL  business  unit  at 


Ascend  Communications. 

DSL  operates  over  existing 
copper  telephone  wire  and  is 
therefore  cheaper  to  implement 
than  cable  access,  and  achieves 
its  high  data  throughput  by 
applying  advanced  digital  sig¬ 
nal  processing  techniques  on 
the  electrical  signals  passed 
along  the  wire. 

Young  said  that  while  much 
of  the  recent  focus  has  been  on 
ADSL  (Asymmetric  DSL)  and 
the  related  G.Lite  technology. 


SDSL  (Symmetric  DSL)  is 
becoming  increasingly  popu¬ 
lar.  ADSL  can  deliver  data 
download  rates  of  up  to  8Mbps 
and  return  upload  rates  of  about 
1Mbps.  while  SDSL  provides 
rates  of  2.3Mbps  in  both  di¬ 
rections  when  full  data  com¬ 
pression  is  applied. 

"Telecommunications  com¬ 
panies  are  showing  a  lot  of 
interest  in  SDSL,  and  busi¬ 
nesses  want  it  as  well,"  he 
said.  “ADSL  is  great,  but 


there  are  still  some  deploy¬ 
ment  issues." 

Young  said  that  in  some 
Asian  countries  where  the  tel¬ 
ecommunications  infrastruc¬ 
ture  is  poor.  SDSL  offers  a 
more  robust  service  than  the 
faster  ADSL,  over  greater  dis¬ 
tances. 

“In  some  Asian  countries, 
we  have  seen  the  copper  wires 
seriously  degraded,  and  be¬ 
cause  ADSL  uses  DMT  [Dis¬ 
crete  Multi-Tone]  coding,  this 


can  raise  a  lot  of  issues,”  he  said. 
“If  the  lines  are  bad,  it  can  limit 
the  range  over  which  ADSL  can 
be  deployed.” 

Ascend,  which  will  become 
part  of  Lucent  Technologies' 
Data  Networking  Services 
Group  at  the  end  of  June  when 
the  merger  between  the  two 
companies  is  completed,  re¬ 
cently  launched  its  DSL  Max 
20  access  concentrator  to  com¬ 
pete  in  this  market. 

Young  said  that  worldwide 


sales  of  DSL  equipment  will 
double  this  year  to  US$228 
million  and  that  DSL  deploy¬ 
ment  will  soon  outstrip  ca¬ 
ble,  even  in  the  U.S.  where 
cable  currently  has  a  signifi¬ 
cant  lead. 

“It  will  be  about  18  months 
before  DSL  takes  the  lead  in  the 
U.S.,”  he  said.  "The  telephone 
companies  have  so  far  been  slow 
to  deploy  DSL  and  reduce  the 
price  of  their  services,  but  that 
is  now  changing.” 
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from  the  edge. 

Never  before  has  a  3Com  show  of  this  magnitude 
come  to  Asia.  Covering  everything  MIS  managers 
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Dah  Chong  Hong  revamps  network  design 


Tse:  “We  anticipated  if  we  don’t  upgrade  we  will  be 
paying  roughly  about  HK$1  million  more  a  year." 


By  Sumner  Lemon 


Local  trading  company  Dah  Chong 
Hong  (DCH)  recently  completed 
changes  to  its  network  infrastructure 
as  part  of  a  program  to  deploy  an 
Oracle-based  application  designed  to 
support  its  automotive  sales  and  serv¬ 
ice  business.  Phase  one  of  the  appli¬ 
cation  is  expected  to  be  deployed  in 
June,  with  the  second  phase  to  be 
rolled  out  in  August. 

The  application  -  which  DCH  offi¬ 
cials  have  dubbed  the  Motor  System 
-  is  designed  to  improve  the  level  of 
customer  service  offered  by  the  com¬ 
pany  and  it's  dealers. 

“Every  customer  would  have  their 
service  record,  their  purchase  record 
in  the  system,”  said  Frank  Tse,  gen¬ 
eral  manager  of  DCH’s  Group  Infor¬ 
mation  Technology  Division.  “That 
will  enable  us  to  take  proactive  ac¬ 
tion  to  approach  customers,  to  launch 
certain  marketing  programs  and  to  do 
a  lot  more  in  customer  care.  For 
example,  we  would  send  a  letter  to 
the  customer  saying,  ‘your  car  is  about 
to  [be  due  for  its]  second  maintenance 
within  the  warranty  period.’” 

Another  objective  of  implementing 
the  Motor  System  is  to  make  better 
use  of  customer  data  in  order  to  pro¬ 
mote  sales  and  improve  the  efficiency 
of  the  company’s  marketing  program, 
said  Tse.  As  a  side  benefit,  the  Ora¬ 
cle-based  application  addresses  sev¬ 
eral  Y2K  issues  related  to  DCH  s 
legacy  Hitachi  mainframe-based  ap¬ 
plications,  he  said. 

Flexibility  is  another  key  aspect  of 
the  Motor  System. 


"With  the  old  system  it 
was  very  difficult  to  respond 
to  change  in  a  fast  manner 
—  it  may  take  months,  weeks 
to  respond  to  change,”  said 
Tse.  "The  new  system  will 
give  us  the  flexibility  to  re¬ 
spond  to  changes.  Also,  we 
would  like  this  architecture 
to  be  a  foundation  for  future 
developments.” 

And  that  means  being  pre¬ 
pared  for  e-commerce,  he 
added. 

Internet-based  services 
that  DCH  could  someday 
offer  include  “selling  cars 
over  the  Internet  or  maybe 
these  can  link  to  our  new 
business  functions  [such  as] 
car  leasing  and  I  into  serv¬ 
ices,”  said  Tse. 

For  example,  “if  a  guy 
brings  in  his  car  for  servic¬ 
ing  and  we  know  that  this 
car  needs  two  weeks  [to  be  serviced, 
the  system]  can  trigger  a  request  for 
car  leasing  or  limo  services,"  said  Tse. 

A  redesigned  network 

To  lay  the  groundwork  for  the 
new  application.  DCH  in  April  com¬ 
pleted  work  on  redesigning  its  net¬ 
work  infrastructure,  switching  from 
a  leased-line  architecture  to  one 
based  on  ATM  and  Frame  Relay 
services  provided  by  Hongkong 
Telecom. 

Previously,  remote  sites  were  con¬ 
nected  to  DCH's  Kowloon  Bay  head¬ 
quarters  over  50  separate  leased  lines, 
ranging  in  bandwidth  capacity  from 


9600bps  to  Tl. 

In  addition  to  increasing  the  amount 
of  bandwidth  available  to  the  com¬ 
pany  with  the  leased  lines,  the  new 
ATM/Frame  Relay-based  network 
offers  significant  cost-savings. 

"We  anticipated  if  we  don’t  up¬ 
grade  or  we  don’t  change  from  a 
leased-line  architecture  to  ATM/ 
Frame  Relay  we  will  be  paying 
roughly  about  HK$1  million  more  a 
year,”  said  Tse. 

For  the  network  upgrade,  DCH 
tapped  IBM,  which  had  supplied  RS/ 
6000  servers  for  the  Motor  System. 

While  DCH  had  also  approached 
Cisco  Systems  because  of  its  tech¬ 


nology  and  close  relationship 
with  Hongkong  Telecom,  the 
company  ultimately  went 
with  IBM  networking  prod¬ 
ucts. 

The  decision  was  made  be¬ 
cause  IBM  had  already  pro¬ 
vided  hardware  for  the  Mo¬ 
tor  System  and  this  offered 
a  greater  degree  of  comfort 
in  the  event  that  there  were 
problems,  said  Tse. 

The  buck  stops  here 

By  deciding  to  go  with  a 
single  vendor  for  computer 
hardware  and  networking 
equipment,  Tse  hopes  to 
avoid  the  situation  where 
DCH  is  caught  between 
vendors  trying  to  avoid  tak¬ 
ing  responsibility  for  fix¬ 
ing  a  problem. 

"Mixing  vendors  would 
create  problems,”  he  said. 

It  creates  “problems  in  coordina¬ 
tion.  liaison,  and  responsibility  issues. 
...We  don’t  want  to  see  one  vendor 
saying  that  it’s  not  their  problem,  it’s 
IBM's  problem.  And  IBM  saying  it’s 
not  their  problem,  it's  a  [Hongkong] 
Telecom  problem,”  said  Tse. 

Indeed,  DCH  has  reason  to  feel  that 
it  made  the  right  choice  to  go  with 
IBM  as  a  single  vendor. 

"We  had  a  very  bad  situation  at  the 
end  of  last  year  when  the  machine 
[intended  to  run  the  Motor  System] 
was  almost  fully  loaded  by  the  devel¬ 
opment  people  and  we  found  there 
could  be  a  problem  with  either  the 
communication  line,  the  [RS/6000], 


or  the  PCs.  We  had  to  resolve  it  very 
quickly,”  said  Tse. 

At  first,  Tse  suspected  that  the  Ora¬ 
cle  application  was  the  culprit  but 
software  was  quickly  ruled  out  as  the 
source  of  the  problem. 

“We  suspected  it  could  be  an  IBM 
problem.  We  talked  to  them  and  they 
reacted  very  quickly  and  tried  to 
troubleshoot  whether  the  problem  was 
in  the  machine.  The  result  was  nega¬ 
tive,  but  it  didn’t  resolve  our  prob¬ 
lem,”  said  Tse. 

With  the  problem  still  unsolved, 
DCH  was  facing  the  possibility  of 
costly  delays  in  its  deployment  of  the 
application.  If  the  system  were  to  go 
down  for  “even  one  day  it  could  cause 
our  schedule  to  be  delayed  for  a 
week,”  said  Tse. 

To  get  the  issue  resolved,  Tse  called 
his  suppliers  together.  And  even 
though  IBM’s  hardware  had  already 
been  ruled  out  as  the  root  of  the  prob¬ 
lem,  the  company’s  support  staff  was 
still  willing  to  help. 

“IBM  would  not  close  the  door 
[on  us]  even  though  they  said  it 
wasn’t  their  problem  —  they  sus¬ 
pected  it  could  be  Oracle  or 
[Hongkong]  Telecom.  And  sec¬ 
ondly,  they  helped  us  fully  investi¬ 
gate  the  problem  and  provided 
monitoring  tools,”  said  Tse. 

With  IBM's  assistance,  the  fault 
was  finally  identified  as  a  leased-line 
problem  and  Hongkong  Telecom  was 
able  to  quickly  supply  extra  band¬ 
width,  resolving  the  problem  to  Tse’s 
satisfaction,  and  allowing  the  deploy¬ 
ment  of  the  Motor  System  to  proceed 
on  schedule. 


Japanese  firms  turn  to  Web  procurement 


By  Rob  Guth 

IDG  News  Service,  Tokyo 

Japan’s  largest  computer  and  con¬ 
sumer  electronic  vendors  are  turning 
to  the  Internet  as  part  of  broader 
moves  to  reduce  their  procurement 
and  sales  costs,  representatives  of  the 
companies  said  last  week. 

Toshiba  has  opened  a  small  divi¬ 
sion  that  later  this  year  will  set  up  a 
system  for  selling  the  vendor's  prod¬ 
ucts  online  and  for  procuring  com¬ 
ponents  for  PCs  and  workstations 
over  the  Internet,  a  company 
spokesman  said.  Next  year,  the 
Japanese  vendor  will  gradually  ex¬ 
pand  the  Internet  procurement  into 
other  areas,  including  components 
for  its  heavy  machinery  products, 
according  to  Keisuke  Ohmori,  a 
spokesman  at  the  company. 

Though  Toshiba's  disparate  busi¬ 
ness  units  have  dabbled  in  online 
sales  and  procurement  on  their  own. 
the  new  group,  called  the  Electronic 
Commerce  Strategy  Planning  Divi¬ 
sion,  will  coordinate  such  efforts 
across  the  company’s  business 


groups,  he  said. 

Ohmori  said  that  “within  a  few 
years,"  Toshiba  expects  it  will  buy 
over  the  Internet  about  20  per¬ 
cent  of  the  1.8  trillion  yen 
(US$14.6  billion)  of  compo¬ 
nents  and  supplies  the  com¬ 
pany  purchases  each  year.  He 
could  not  specify  the  time 
frame  for  the  goal  nor  estimate 
Toshiba's  expected  cost  sav¬ 
ings. 

The  significance  of  Japa¬ 
nese  vendors’  online  plans  lie 
in  the  potential  scale.  The 
country’s  computer  and  elec¬ 
tronics  makers,  including 
Toshiba,  NEC,  Sony,  and  Fujitsu, 
are  some  of  Japan’s  largest  consum¬ 
ers  of  everything  from  stationery 
supplies  to  connectors  used  in  elec¬ 
tronics  products. 

"With  some  companies  like  [Japa¬ 
nese  telecom  carrier  Nippon  Tel¬ 
egraph  &  Telephone]  having 
150,000  employees,  you  can  only 
imagine  how  much  they  consume." 
said  Toshiaki  Iba,  an  analyst  at  To¬ 
kyo  Mitsubishi  Securities.  "Things 


like  pencils,  rolls  of  toilet  paper  and 
autos  —  it’s  a  huge  amount.” 

The  online  procurement  moves 
come  as  Japan’s  largest  companies 
are  searching  for  ways  to  slash  costs 


amid  a  protracted  economic  reces¬ 
sion.  Japan’s  electronics  makers  in 
recent  months  have  embarked  upon 
unprecedented  restructuring  exer¬ 
cises,  in  which  the  Internet  is  play¬ 


ing  a  small  but  growing  role. 

Officials  at  Fujitsu's  advertising 
department  say  they  recently  moved 
their  procurement  online  and  cut  pa¬ 
per  consumption  by  215,000  sheets 
annually.  The  department's  system, 
which  can  be  accessed  over 
Fujitsu’s  Web  site,  handies  esti¬ 
mates,  ordering  and  invoicing. 
Fujitsu  pays  for  the  materials  by  a 
common  form  of  electronic  bank 
transfer  in  Japan. 

Each  year,  Fujitsu’s  advertising 
group  buys  about  20  billion  yen  of 
services  and  supplies  over  the 
Internet,  a  spokesman  said.  The  sys¬ 
tem  handles  about  1 5,000  transactions 
a  year  from  200  suppliers,  he  said. 

A  spokesman  at  NEC  last  week 
said  the  company  hopes  to  slash  in¬ 
ventory  and,  in  turn,  cut  costs 
through  a  new  supply  chain  system, 
which  enables  companies  to  man¬ 
age  information  relating  to  every 
stage  of  a  product’s  life  cycle  in¬ 
cluding  development  and  market¬ 
ing.  The  spokesman  could  not  com¬ 
ment  on  how  the  new  system  will 
use  the  Internet. 
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What’s  in  a  job  title?  Less  and  less,  some  say 


By  Steve  Alexander 

US  Info  World 

Traditional  job  titles  for  staff- 
level  IT  workers,  such  as  pro¬ 
grammer  and  systems  analyst, 
used  to  define  where  people 
fit  in  the  IT  world.  But  those 
titles  may  be  losing  their  luster 
in  an  era  when  skills  and  expe¬ 
rience  seem  to  outweigh  titles 
in  determining  rank  and  pay. 

"The  issue  is  not  the  titles 
themselves,  but  that  the  roles 
people  are  playing  are  diversi¬ 
fying,”  says  Michelle  Mehlis, 
a  principal  at  Desaulniers 
MacLeod,  a  Chicago-based  IT 
recruiting  company. 

Even  the  hierarchy  of  IT  job 
titles  is  breaking  down.  For 
example,  one  version  of  the  IT 
hierarchy  lists  these  jobs  in 
ascending  order:  programmer 
analyst,  senior  systems  pro¬ 


grammer,  senior  systems  ana¬ 
lyst,  project  manager,  network 
administrator,  and  computer 
operations  manager.  But  pay 
doesn’t  necessarily  go  in  that 
order. 

‘‘There  are  network  admin¬ 
istrators  who  make  a  lot  less 
money  than  senior  systems 
analysts  do,”  says  Dave  Hall, 
a  principal  at  Search  Connec¬ 
tion,  a  Columbia,  Maryland, 
IT  recruiting  company.  “And 
while  a  computer  operations 
manager  who  is  managing  a 
20-person  staff  in  an  IBM  shop 
may  be  making  US$60,000,  a 
programmer  with  three  years 
of  experience  may  be  making 
$70,000.” 

Although  IT  recruiters  say 
they  still  find  traditional  titles 
useful  in  finding  full-time  job 
candidates,  those  same  titles 
often  are  judged  to  be  inad¬ 
equate  or  irrelevant  by  corpo¬ 
rate  hiring  managers  and  by 
recruiters  who  specialize  in 
finding  jobs  for  IT  contractors. 


Hall  thinks  roles  are  more 
important  than  titles,  but  real¬ 
izes  that  some  job  candidates 
value  what  goes  on  their  busi¬ 
ness  cards. 

“I’ve  had  people  turn  down 
a  job  because  it  was  labeled 
‘programmer’  rather  than  ‘sen¬ 
ior  programmer,”’  Hall  says. 
“It’s  absurd,  but  titles  are  very 
important  to  certain  people.” 

There  appears  to  be  only  a 
handful  of  non-management 
IT  job  titles  whose  definitions 
are  widely  accepted.  Mehlis 
suggests  four:  programmer, 
programmer  analyst,  systems 
analyst,  and  project  manager. 

Hall,  however,  says  even 
those  definitions  can  be  fuzzy. 

For  example,  a  programmer 
may  be  called  a  software  engi¬ 
neer,  a  software  developer,  or 
an  application  developer.  A 
programmer  analyst  also  might 


be  called  a  senior  programmer 
or  a  senior  developer.  In  some 
companies  there  may  be  no 
distinction  between  a  systems 
analyst  and  a  programmer  ana¬ 
lyst.  And  a  project  manager’s 
authority  varies  widely  from 
one  company  to  another. 

Business  analyst  is  one  of 
the  least  well-defined  IT  titles. 
Most  observers  agree  that  it  can 
mean  a  technical  person  with 
some  business  expertise,  or  a 
business  person  with  some 
technical  skills. 

“The  business  analyst  is  a 
squishy  job  title,  but  it’s  im¬ 
portant,  and  those  people  are 
hard  to  come  by,”  says  Tony 
Graffeo,  divisional  vice  presi¬ 
dent  for  global  information 
services  and  head  of  the  inter¬ 
nal  IT  department  at  Compu¬ 
ter  Associates  International,  in 
Islandia,  New  York.  “There 
are  technical  people  who  know 
bits  and  bytes  but  can’t  speak 
in  end-user  terms,  and  busi¬ 
ness  people  who  lack  enough 


technical  expertise  to  make 
things  happen  in  IT.” 

Adding  to  the  confusion  are 
job  titles  such  as  such  as  Win¬ 
dows  NT  network  manager, 
which  involve  managing  ma¬ 
chines  rather  than  people. 
Southwick  says  the  NT  com¬ 
munity  likes  the  title  “network 
manager."  while  the  Unix  com¬ 
munity  favors  the  title  “sys¬ 
tems  administrator."  Both 
mean  the  same  thing. 


Finally,  some  companies 
create  their  own  titles  to  dif¬ 
ferentiate  themselves,  adding 
to  the  title  confusion. 

“The  use  of  a  title  is  com¬ 
pany-specific  and  is  defined 
based  on  how  that  company 
designs  work,”  says  Ric 
Walter,  assistant  vice  presi¬ 
dent  of  human  resource  op¬ 
erations  at  telecommunica¬ 
tions  operator  Sprint’s  long¬ 
distance  business  in  Kansas 


City,  Missouri.  "We  try  to 
define  jobs  in  a  way  that  will 
be  meaningful  to  people  so 
they  will  see  Sprint  as  the  em¬ 
ployer  of  choice.”  Some 
company-specific  titles  at 
Sprint  are  data  analyst  and 
network  design  analyst. 

Titles  are  likely  to  get  more 
confusing  in  the  future. 

“There  was  a  time  when 
responsibility  was  easily  de¬ 
fined.  Now  it’s  a  matrixed 


world,  and  we're  all  working 
cross-functionally,”  says  Phil 
Schneidermeyer,  a  recruiting 
executive  at  Korn/Ferry  In¬ 
ternational,  in  Stamford,  Con¬ 
necticut.  “The  more  the  or¬ 
ganizational  lines  get  broken 
down  and  the  flatter  the  or¬ 
ganization  gets,  the  harder  it 
will  be  to  pigeonhole  people 
into  nice,  neat  titles  that  go 
with  nice,  neat  job  responsi¬ 
bilities." 
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Why  there’s  no  quick  fix  for  Y2K  on  PCs 


By  John  Cox 

US  Network  World 

With  just  more  than  six  months 
to  go  before  January  1,  2000, 
perhaps  the  most  important 
thing  network  administrators 
can  do  is  forget  about  killing  the 
Year  2000  bug  on  networked 
desktops  in  one  fell  swoop. 

Instead,  network  administra¬ 
tors  should  consider  setting  up 
a  framework  of  procedures. 


tools  and  systems  to  track  the 
bug’s  appearances  and  make 
those  problems  easy  to  fix  on 
corporate  PCs  and  laptops.  The 
bug  exists  because  older  soft¬ 
ware  typically  was  not  written 
to  handle  the  date  shifting  from 
1999  to  2000. 

By  now,  it's  clear  that  seek¬ 
ing  a  once-and-for-all  solution 
to  the  desktop  Y2K  problem  is  a 
time-wasting  illusion.  On  the 
surface,  the  problem  seems  sim¬ 


ple  to  fix.  But  on  PCs,  there  is  a 
complex  set  of  interactions 
among  the  operating  system  and 
other  system  software,  such  as 
the  BIOS,  as  well  as  the  pano¬ 
ply  of  desktop  applications. 

And  not  all  the  information 
on  these  desktop  pieces  is  com¬ 
plete.  In  fact,  many  software 
vendors  continue  to  find  new 
Y2K-related  problems  that  have 
to  be  fixed  by  issuing  a  steady 
stream  of  software  updates  or 


patches.  These  discoveries 
render  many  bits  of  software 
once  labeled  “Y2K-compatible” 
as  only  “compatible,  but  with 
conditions.” 

“We’ve  definitely  seen  an  in¬ 
crease  in  the  number  of  prod¬ 
ucts  [whose  Y2K-compliance 
information  is]  being  changed,” 
says  Kevin  Weaver,  executive 
vice  president  of  Infoliant.  a 
Pittsburgh  firm  that  maintains  a 
database  of  30,000  software  and 


hardware  products  and  their  de¬ 
gree  of  Y2K  compatibility.  “Up 
until  early  1999,  it  was  just  a 
few  dozen  products  changing- 
each  month.  Then  it  skyrock¬ 
eted:  Now  there  are  500  to  600 
products  per  month  being 
changed.” 

One  step  forward,  two  back 

Earlier  this  month,  Microsoft 
announced  a  new  Y2K  Web 
site  and  a  Y2K  education 
program  for  customers.  This 
happened  at  almost  the  same 
time  Microsoft  was  alerting 
Infoliant  that  some  new  Y2K 
problems  had  surfaced  in 
Windows  95,  which  had  been 
classified  as  Y2K-compliant. 
For  instance,  if  users  installed 
Dial-Up  Networking  1.3  or 
Winsock2  before  installing  the 
Windows  95  Year  2000  update, 
the  update  software  would  not 
make  the  date  change  properly. 

The  complexity  of  keeping  up 
with  Y2K  changes  on  the  desk¬ 
top  can  be  seen  by  reviewing 
just  a  few  of  the  products  tracked 
by  Infoliant’s  Y2K  database 
(http://www.infoliant.com). 

For  instance,  in  order  for 
Microsoft  Exchange  Server  En¬ 
terprise  Version  5.5  to  be  Y2K- 
compliant,  customers  must  in¬ 
stall  Exchange  5.5  Service  Pack 
2.  But  if  some  of  the  Exchange 
Server  components  are  not  in¬ 
stalled,  then  Service  Pack  1  is 
compliant.  The  bottom  line  is 
that  customer  sites  may  have 
several  different  versions  of  the 
same  software,  all  of  which  may 
require  different  fixes. 

Infoliant’s  experts  say  most 
of  the  major  changes  in  Y2K 
status  have  been  made  in  the 
most  popular  PC  applications. 
Yet  the  rate  of  Y2K  status 
changes  has  sharply  increased 
over  the  past  few  months  as  ven¬ 
dors  uncover  new,  if  relatively 
small  or  limited,  problems. 

Many  of  these  new  changes 
concern  minor  problems,  or 
those  that  will  occur  only  in 
certain  circumstances  or  with 
a  certain  combination  of  soft¬ 
ware  products  in  specific  ver¬ 
sions.  Chris  Spain,  president 
and  chief  technology  officer  of 
Y2K  vendor  Shaman,  says  one 
customer  discovered  his  com¬ 
pany  had  62,000  program  titles, 
including  auxiliary  .exe  files  and 
subversions.  Microsoft  Office, 
alone,  Spain  notes,  has  nearly 
20  auxiliary  .exe  files  that  have 
to  be  considered  in  a  Y2K 
analysis. 

Keeping  up  with  this  constant 
How  of  change  is  only  one  chal¬ 
lenge.  Even  more  burdensome 
is  applying  each  change  to  every 
PC  in  the  company.  For  many, 
this  still  means  sending  out  tech¬ 
nicians,  equipped  with  stacks  of 
diskettes,  comfortable  shoes  and 
strong  leg  muscles,  to  visit  each 
desk  in  person  and  load  the  new 
software. 

AutoNation  of  Fort  Lauder¬ 
dale.  Florida,  owns  more  than 


400  car  dealerships  and  sev¬ 
eral  National  and  Alamo  rental 
car  agencies  in  the  U.S.  Last 
year,  the  company  bought 
2,000  Dell  NetPCs  with  NT 
Workstation  4.0  to  create  a 
standard  PC  hardware  and  soft¬ 
ware  package  for  its  corporate 
headquarters,  says  Keith  Hol¬ 
comb,  AutoNation’s  vice  presi¬ 
dent  of  IT.  The  purchase  also 
let  AutoNation  create  a  PC  that 
seemed  to  be,  at  the  time,  Y2K- 
compliant. 

“But  when  you  have  150 
different  software  packages, 
and  the  vendors  are  doing  on¬ 
going  testing,  they  keep  send¬ 
ing  you  an  update  that  says, 
‘This  release  has  two  more 
Y2K  patches,”’  Holcomb  says. 
“You  never  get  100  percent 
compliance.” 

Dell’s  sales  staff  suggested 
the  use  of  On  Technology’s  On 
Command  CCM,  which  is  soft¬ 
ware  for  desktop  management 
and  configuration.  A  piece  of 
client  code  is  loaded  onto  each 
PC  communicating  with  the  On 
Command  server. 

As  AutoNation’s  Y2K  tech¬ 
nicians  get  new  patches  or  up¬ 
dates  from  software  vendors, 
they  can  test  them  quickly  in  a 
special  lab,  then  program  the 
On  Command  server  to  deliver 
and  install  the  updates  on  the 
hard  drives  of  each  PC  that 
requires  an  update.  A  process 
that  once  took  days,  even 
weeks,  is  now  done  in  two  or 
three  hours.  “We  can  deploy 
these  fixes  across  the  network 
to  hundreds  of  machines  at  a 
time,  without  having  to  visit 
each  one  in  person,”  Holcomb 
says. 

Intelligent  help 

Shaman  uses  intelligent 
agents,  which  are  loaded  onto 
desktop  PCs,  to  scoop  up  de¬ 
tails  about  each  piece  of  soft¬ 
ware,  including  the  various 
.exe  files  and  all  sub-versions 
of  each  software  title.  The  de¬ 
tails  are  sent  back  to  a  server, 
called  Enterprise  Shaman,  and 
compared  to  an  online  data¬ 
base  of  current  data  supplied 
by  more  than  250  software 
vendors.  Enterprise  Shaman 
can  identify,  among  other 
things,  which  PC  programs  are 
Y2K-compatible  and  which 
are  not. 

“It’s  not  a  static  situation,” 
Shaman's  Spain  says.  “You 
need  to  have  an  ongoing  desk¬ 
top  discovery  system  that  can 
continue  to  identify  the  exact 
fingerprint  for  each  specific 
software  version.” 

Using  tools  like  these  to  cre¬ 
ate  a  management  framework, 
users  will  be  able  to  minimize 
the  inevitable  delays  in  respond¬ 
ing  to  subsequent  Y2K  prob¬ 
lems,  especially  in  early  2000. 

“If  you're  not  ready,  the  com¬ 
bination  of  these  delays  could 
really  be  burdensome  to  your 
company,”  Holcomb  warns. 


Sometimes  the  best  service  is  no  service. 

Customers  love  to  help  themselves.  They  can  get  what  they  want,  when  they 
want,  not  when  someone  else  is  ready  to  serve  them.  This  is  where 
e-business  can  really  make  a  difference,  by  extending  your  existing 
customer  service  systems  over  the  Web. 

Web-based  service  allows  your  customers  to  find  out  what  they  need  at  the 
touch  of  a  button,  any  time  of  the  day  or  night.  No  “call  back  during  office 
hours”  or  “please  hold”.  Simply  happier  customers. 

IBM  Web  self-service  solutions  let  you  start  basic  and  add  functionality  as 
you  go.  The  result:  highly  interactive  apps  that  link  to  core  data  and 
business  functions  —  and  move  you  to  the  front  ol  the  fine.  Your  customers 
won’t  see  service  via  the  Web  as  technology,  they  II  just  appreciate  a  better  level 
of  service.  Which  makes  it  easier  for  them  to  do  business  w  ith  you. 

As  you  embark  on  the  journey  to  improve  the  levels  of  service  you  offer  to  your 
customers,  begin  with  the  IBM  WebSphere  Application  Server  -  the 
cornerstone  of  IBM’s  Web  self-service  solutions.  WebSphere  is  a  JavaIM 
servlet-based  Web  application  server  that  delivers  flexibility  and  performance 
for  Web  sites  offering  interactive  functionality  to  customers,  extending 
Web  publishing  through  to  enterprise-scale  transaction  processing. 

You  can  find  out  more  about  Web  sell-service  at  ww  w.ibm.com.hk  or  call  the 
IBM  Sales  Center  at  2825  7878. 

StartNow  for  Web  Application  Server  Bundle  -  HK$9, 000 
Build  your  own  Web  application  — fast— with  this  special  bundle.  WebSphere 
Application  Server  Standard  Edition,  WebSphere  Studio  plus  training,  all  for  just 
Hk$9,000.  Order  StartNow...  now! 

Place  your  order  at  w  w  w.  i  bin  .colli .  h  k/shop_i  hm  /  soil  ware.htm  I  or  call  the 
I BM  Sales  Center  at  2825  7878. 

Free  CD  BOM 

Learn  more  about  Web  self-service  and  IBM’s  suite  of  proven,  secure  Web 
self-service  solutions  by  viewing  this  infomational  Cl)  ROM.  To  receive  your  free 
Cl)  ROM  please  email  your  details  to  ibmhk dm@hkl.ibm.com 


WebSphere  Application  Server  J 


Lets  you  host  Java  servlets  on  most  Web 
servers,  with  built-in  connectors  to  tap 
data  and  apps  you’re  already  using. 


WebSphere  Studio  ) 


A  prepackaged  suite  of  tools  providing  a 
consistent  interface  to  Web  development 
tools,  allowing  teams  with  minimal  Web 
programming  experience  to  construct 
dynamic  Web  sites  running  on  the 
WebSphere  Application  Server.  It 
consists  of  Wizards,  NetObjects 
ScriptBuilding  NetObjects  Fusion, 
VisualAge  for  Java,  and  more. 


DB2  Universal  Database 


Powers  some  of  the  Web’s  busiest  sites 
because  it  can  support  a  world  of 
users  with  world-class  performance. 
Fully  Java-enabled,  it  runs  natively  on  all 
leading  platforms. 


Net.Commerce  software 


Combines  individual  customer  service 
with  the  ability  to  close  the  sale.  All  in 
one  secure,  easy-to-customize  package. 
It  includes  everything  you  need  to 
develop,  host  and  operate  e-commerce 
Web  sites. 


Lotus  Notes 


Over  34  million  people  using  over  a  dozen 
different  platforms  now  rely  on  Lotus 
Notes  and  Domino  software  for  vital 
business  communications.  Everything 
from  basic  email,  to  messaging,  to  highly 
customerized  applications  integrated 
into  the  cores  business  processes  of 
major  organisations. 
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Getting  better  value  out  of  IT  spending 


By  Dainlry  Duffy 

CIO 

In  a  large  conference  room  in 
Germany,  the  corporate  execu¬ 
tives,  IT  managers  and  project 
staff  of  a  telecom  manufactur¬ 
ing  company  have  gathered 
nervously  around  the  table.  It’s 
rumored  that  they’ve  been 
called  in  to  account  for  the 
firm's  hugely  expensive  and 
severely  troubled  ERP  project. 
After  introductions,  a  consult¬ 
ant  walks  over  to  a  flip  chart 
and  writes:  “[Name  of  com¬ 
pany]  wants  to  implement  the 
ERP  system  for  the  purpose  of 

_ ’’  and  asks  those 

gathered  to  complete  the  sen¬ 
tence.  Dead  silence.  Finally, 
the  managing  director  leans 
over  the  table,  looks  down  at 
the  functional  guys  who’ve 
been  pushing  ERP  hard  and 
asks:  “Well,  isn’t  somebody 
going  to  answer  him?" 

Downcast  eyes  and  appre¬ 
hensive  shifting  in  the  confer¬ 
ence  room  seats  have  heralded 
the  demise  of  many  a  pricey 
technology  initiative.  When  a 
project  kicks  off  with  much  fan¬ 
fare  only  to  fizzle  after  months 
of  work  and  millions  of  dollars 
the  problem  is  seldom  merely 
technical.  In  many  cases,  “com¬ 
panies  aren't  clear  enough  in 
terms  of  the  concrete  objectives 
that  they  want  to  come  out  of  a 
project,”  points  out  F.  Warren 
McFarlan,  professor  of  business 
administration  at  Harvard  Busi¬ 
ness  School.  “The  fuzzier  they 
get,  the  more  likely  they  are  to 
get  burned." 

But  when  technology  initia¬ 
tives  such  as  ERP  and  Y2K 
become  integral  to  business 
success,  such  a  corporate 
scorching  could  prove  fatal. 
And  cautious  CEOs  realize 
this:  they’re  keeping  a  sharper 
eye  on  IT  investments  and  de¬ 
manding  more  business  value 
from  the  projects  they  do  fund. 

IT  investment  cutbacks 

On  April  30.  1998,  The  Wall 
Street  Journal  published  a 
story  alleging  a  “new”  ap¬ 
proach  to  corporate  technology 
funding:  a  trend  it  called  de¬ 
engineering.  The  Journal  ar¬ 
gued  that  the  failure  of  so  many 
expensive  IT  projects  has 
caused  companies  to  prune 
technology  spending  to  the 
bare  minimum  and  ax  projects 


where  the  business  objectives 
were  not  clearly  defined. 

But  what’s  so  new  about 
that?  IS  departments  are  no 
strangers  to  feast-or-famine 
funding.  Companies  vacillate 
from  spending  freely  on  IT  for 
competitive  advantage  to  peri¬ 
ods  of  economic  stringency, 
where  budgets  are  cut  in  the 
name  of  a  leaner  and  meaner 
IT  model.  What  prevents  de¬ 
engineering  from  being  a  fancy 
name  for  an  ebb  in  the  tech¬ 
nology  spending  cycle  is  the 
new  level  of  board-level  in¬ 
volvement  in  IT  spending  de¬ 
cisions  and  the  business-driven 
attitude  they  take  toward  those 
investments. 

Certainly,  CEOs  have  be¬ 
come  more  comfortable  with 
technology.  According  to  a 
1998  A.T.  Kearney  study 
called  “Strategic  Information 
Technology  and  the  CEO 
Agenda,"  75  percent  to  80  per¬ 
cent  of  surveyed  CEOs  and 
other  senior  executives  rated 
their  grasp  of  IT  issues  as  fairly 
good  or  very  good.  As  a  result. 
"CEOs  can  ask  better  questions 
now,”  says  Joel  K.  Manby, 
CEO  of  Saab  Cars  U.S.A.  in 
Norcross,  Georgia.  "Because 
of  that,  they  can  avoid  bigger 
mistakes."  And  by  taking  a 


more  active  part  in  technology 
decision  making,  senior  execu¬ 
tives  can  drive  down  costs  by 
more  accurately  linking  tech¬ 
nology  expenditures  with  busi¬ 
ness  goals. 

Gerry  Yeo,  a  partner  for 
Deloitte  Consulting’s  Con¬ 
sumer  Business  Practice  in  Jer¬ 
sey  City,  New  Jersey,  has  no¬ 
ticed  a  distinct  change  in  atti¬ 
tude  from  senior  executives 
over  the  past  three  to  five  years. 
"When  CIOs  present  a  capital 
request  to  the  board,  directors 
now  say,  ‘OK,  demonstrate  to 
me  how  IT  is  a  competitive 
weapon,'”  he  says.  “'What’s  it 


going  to  do  in  terms  of  grow¬ 
ing  sales  or  managing  labor 
costs?”’ 

CEOs  and  their  brethren 
have  good  reason  for  their  new 
hard-edged  attitude:  They're 
spending  a  lot  of  money.  "IT 
expenditures  as  a  percentage 
of  revenues  continue  to  creep 
up”  by  about  5  percent  to  6 
percent  a  year,  says  Dale 
Kutnick,  CEO  and  co-research 
director  of  The  Meta  Group,  a 
research  company  in  Stamford. 
Connecticut.  In  fact,  the  A.T. 
Kearney  study  showed  that  68 
percent  of  companies  expect 
to  increase  their  levels  of  tech¬ 
nology  investment  over  the  next 
three  years.  And  by  making  tech¬ 
nology  issues  commonplace  in 
the  boardroom,  projects  like 
ERP  and  Y2K  also  have  a  great 
deal  to  do  with  the  CEO  educa¬ 
tion  process. 

This  increased  understand¬ 
ing  is  reflected  in  the  technol¬ 
ogy  decisions  that  are  being 
made  in  companies.  In  the 
wake  of  a  wave  of  expensive 
technology  projects,  CEOs  are 
looking  for  ways  to  make  their 
IT  dollar  go  further.  Robert  N. 
Charette,  president  of  Itabhi.  a 
risk-management  consultancy 
in  Fredricksburg.  Virginia,  sees 
the  current  IT  climate  as  a 


move  toward  balancing  risk 
and  opportunity.  As  the  fol¬ 
lowing  stories  illustrate,  sen¬ 
ior-level  involvement  can  go  a 
long  way  toward  achieving  that 
delicate  equilibrium. 

Alcatel:  Keep  it  simple 

When  Serge  Tchuruk  took 
over  as  CEO  of  the  troubled 
electronics  and  telecom  giant 
in  1995,  he  chose  simplify  as 
his  business  and  technology 
watchword. 

Tchuruk  faced  the  task  of 
reorganizing  a  corporate  con¬ 
glomerate  so  bloated  and  un¬ 
wieldy  that  wits  joked  you 


could  sell  an  Alcatel  company 
to  Alcatel  at  least  twice  before 
anybody  realized  it  already 
owned  it.  With  800  legally  in¬ 
dependent  companies  under  its 
belt,  the  organizational  and 
reporting  structure  at  Alcatel 
was  a  mess. 

His  first  order  of  business 
was  to  restructure  and  stream¬ 
line  the  Paris-based  company 
through  judicious  consolida¬ 
tion  and  sales  of  some  busi¬ 


nesses.  But  the  task  has  pre¬ 
sented  unique  technology  chal¬ 
lenges  for  Tchuruk.  He  wants 
Alcatel  trimmed  to  one  com¬ 
pany  per  country,  creating  a 
basis  for  streamlined  IS  sys¬ 
tems  such  as  a  common  finance 
system  —  a  task  that  will  even¬ 
tually  crop  800  systems  down 
to  around  130.  Unlike  many  of 
its  peers,  however,  Alcatel  has 
chosen  to  address  those  chal¬ 
lenges  by  walking  rather  than 
running,  a  board-level  decision 
based  on  some  recent  big-budget 
IT  busts.  For  example,  the  com¬ 
pany  has  gone  through  very  ex¬ 
pensive  SAP  implementations  in 
the  past  few  years,  only  to  find 
out  that  its  finance  system 
worked  in  just  two  countries. 

The  frustrations  that  arose 
from  that  experience  convinced 
the  board  of  directors  and 
Roland  Scheel,  Alcatel's  direc¬ 
tor  of  advanced  technologies, 
business  processes  and  infor¬ 
mation  systems,  that  future  IT 
investments  needed  a  new  path. 
"An  SAP  project  can  cost  around 
US$100  million,”  says  Scheel. 
and  people  take  notice  when  that 
project  is  a  disappointment.  The 
decision  from  management  was 
clear.  "We  will  go  a  different 
way,”  he  says. 

That  different  way  will  kick 
in  with  the  next  big  project,  a 
customer  order  fulfillment  sys¬ 


tem.  The  company  had  planned 
another  full-blown  SAP 
project,  but  in  light  of  their 
previous  experiences  Scheel 
and  Tchuruk  swore  off  the 
whole-hog  implementation  in 
favor  of  a  modular  approach. 
Scheel  and  his  team  will 
analyze  the  existing  customer 
order  systems  and  identify 
holes  that  SAP  can  fill.  Then 
they'll  find  the  module  that 
works  best  and  integrate  it  into 


the  existing  mainframe  tech¬ 
nology.  The  company  has  also 
divided  the  project  into  a  se¬ 
ries  of  smaller,  more  manage¬ 
able  projects  that  will  take  a 
maximum  of  six  months  to 
complete. 

Scheel  says  the  new  ap¬ 
proach  could  cost  as  little  as  one- 
tenth  of  a  regular  SAP  imple¬ 
mentation  while  providing  80 
percent  of  the  required  function¬ 
ality  in  a  short  time.  "It’ll  go 
faster  and  cost  less,”  he  says, 
and  hopefully  Alcatel  will  reap 
the  rewards  immediately  — 
instead  of  years  down  the  road. 

Saab:  Keep  it  inexpensive 

When  Manby  left  his  job  as 
regional  manager  of  U.S.- 
based  auto  manufacturer  Sat¬ 
urn  to  become  CEO  of  Saab 
Cars  U.S.A.  in  June  1996.  one 
of  his  first  priorities  was  to 
refocus  the  company’s  IT  in¬ 
vestment  strategy.  Part  of  the 
problem  lay  with  the  IT  direc¬ 
tor,  who  Manby  says  “was  con¬ 
stantly  chasing  new  technolo¬ 
gies  and  was  not  disciplined 
about  [identifying]  the  business 
problem  first.” 

But  Manby  knew  that  he 
needed  to  get  involved  too.  "[My 
role  is  to]  ask  all  the  tough  ques¬ 
tions  and  cut  to  the  heart  of  the 
issue.”  he  says.  "I  want  to  know: 
what  are  we  trying  to  accom¬ 


plish?  What  will  be  the  business 
result?  Is  it  achievable?”  And 
rather  than  drag  the  company 
through  a  drawn-out  implemen¬ 
tation.  which  tries  to  solve  eve¬ 
rything  at  once,  Manby's  pref¬ 
erence  is  to  just  get  something 
up  and  running.  "As  long  as  it’s 
scalable  you  can  build  upon  it." 
he  points  out. 

Manby  wanted  to  get  away 
from  such  bad-egg  projects  as 
Saab’s  data  warehousing  sys¬ 
tem.  which  had  already  cost 
the  company  several  million 
dollars  despite  having  little 
demonstrable  business  value. 
However,  he  did  want  a  cen¬ 
tral  system  to  track  each  car 
and  its  repair  history.  Saturn 
had  one.  and  it  was  the  back¬ 
bone  of  the  firm’s  successful 
customer  service  model. 
Manby  wanted  Saab  to  reap 
the  same  benefits,  but  at 
US$1  1  million  installing  a 
system  like  those  used  at  Sat¬ 
urn.  Lexus,  and  Infiniti  was 
prohibitively  expensive.  Ad¬ 
ditionally,  the  company 
would  have  to  ask  each  of  its 
225  dealers  to  make  a  profit¬ 
crippling  US$100,000  invest¬ 
ment  in  the  system. 

So  Manby,  working  with  his 
new  hire.  CIO  Jerry  Rode, 
came  up  with  an  intranet-based 
retail  system  that  cost  a  frac¬ 
tion  of  the  original  proposal 
and  required  dealers  to  ante  up 
only  the  price  of  a  PC  and  some 
network  equipment. 

Called  Iris,  or  Intranet  Re¬ 
tail  Information  System,  the 
private  network  lets  Saab  me¬ 
chanics  view  the  repair  history 
of  every  car,  comment  on  tech¬ 
nical  solutions  and  pull  up  ex¬ 
amples  of  how  other  techni¬ 
cians  solved  particular  prob¬ 
lems.  Information  on  car  re¬ 
pairs  and  sales,  which  used  to 
be  batched  monthly,  is  uploaded 
in  real-time  so  that  executives, 
dealers  and  technicians  alike 
don’t  have  to  rely  on  outdated 
information. 

Manby  is  pleased  with  Iris, 
and  the  company  is  now 
reexamining  data  warehousing 
with  a  stem  eye  on  business  value 
this  time  around.  For  Manby, 
the  extra  scrutiny  is  difficult  but 
essential.  "All  of  us  [CEOs]  feel 
a  sense  of  pressure  to  be  up  to 
speed  and  be  reading  everything 
we  can  get  our  hands  on  about 
technology."  he  says.  "Other¬ 
wise,  you'll  be  left  in  the  dust." 


‘Companies  aren’t  clear 
enough  in  terms  of  the 
concrete  objectives  that  they 
want  to  come  out  of  a  project. 
The  fuzzier  they  get,  the  more 
likely  they  are  to  get  burned.’ 


‘When  CIOs  present  a  capital 
request  to  the  board, 
directors  now  say,  ‘OK, 
demonstrate  to  me  how  IT  is 
a  competitive  weapon? 
What’s  it  going  to  do  in 
terms  of  growing  sales  or 
managing  labor  costs?” 
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What  used  to  take  years,  now  takes  days. 

With  Opal™,  you  can  quickly  transform  your 
legacy  applications  into  secure,  Web-enabled 
applications.  And  deploy  them  just  as  fast. 

Of  course,  it  may  take  some  time  for  your  users  to  recognize 
these  legacy  applications  with  their  new  multimedia  interfaces  that 
go  far  beyond  HTML  and  Java.  But  in  no  time  at  all,  everyone  will 


appreciate  these  new  smarter,  friendlier  applications  that  are  easier 
to  deploy,  and  much  easier  to  use  and  support. 

Just  think  of  all  that  you  could  do  with 
technology  like  this. 

For  more  information,  call  (852)  2587-1388,  fax 
(852)  2587-1018  or  visit  www.cai.com/ads/opal. 

Quick. 
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Sequent  rolls  out  midrange  servers 


Sequent  Computer  Systems  has  intro¬ 
duced  midrange  servers  to  its  non-uni- 
form  memory  access  (NUMA)  Q  prod¬ 
uct  line. 

The  NUMA-Q  1000  series  brings 
Windows  NT  capability  to  the  Unix 
midrange  server  market.  The  server 
is  designed  to  be  a  platform  for  data 
marts,  packaged  applications  and  pi¬ 
lot  programs  for  large-scale  data 
center  systems,  officials  said. 

The  NUMA-Q  1000  series  in¬ 
cludes  four-way  and  eight-way  Intel 
Pentium  II  Xeon  processor-based 
servers  built  for  Unix  and  is  also  re- 
deployable  to  run  on  Windows  NT. 
In  addition,  the  product  shares  the 
same  Intel-branded  architecture, 
multi-pathing  Unix  operating  system, 
peripherals,  clusters  and  layered  soft¬ 
ware  as  NUMA-Q  2000.  Applica¬ 
tions  in  pilot  testing  or  development 
can  be  re-deployed  on  the  high-end 
platform  without  additional  tuning, 
company  officials  said. 

Once  re-deployed  to  the  NUMA- 
Q  2000,  applications  developed  or 


The  NUMA-Q  1000  series  includes 
four-way  and  eight-way  Intel 
Pentium  II  Xeon  processor-based 
servers  built  for  Unix  and  is  also  re- 
deployable  to  run  on  Windows  NT. 

tuned  for  NUMA-Q  1000  can  take 
advantage  of  scalability  to  64-bit 
processors,  64G  main  memory  and 
several  terabytes  of  storage. 

High  availability  is  supported 
through  redundant  and  hot-swappable 
components,  multiple  Unix  operating 
system  paths  between  server  and  stor¬ 


age  devices,  dynamic  load  balancing 
and  clustering. 

Sequent  also  offers  a  single  set  of 
management  and  administration  tools 
across  its  NUMA-Q  1000  and 
NUMA-Q  2000  platforms.  For  Unix, 
Sequent's  Application  Region  Man¬ 
ager  partitioning  software  enables 
performance  tuning,  workload  man¬ 
agement  and  server  consolidation. 
Many  general  system  administrative 
procedures  operate  under  one  inter¬ 
face  and  console  for  both  Unix  and 
Windows  NT,  including  system  boot¬ 
ing.  monitoring,  diagnostics  and  re¬ 
mote  service. 

The  Sequent  NUMA-Q  1000  server 
is  currently  available  in  Hong  Kong 
for  US$93,583  for  the  NUMA-Q  1000 
4  Pentium  II  Xeon  400MHz  with  1G 
of  RAM;  the  NUMA-Q  1000  8 
Pentium  II  Xeon  400MHz  with  2G  of 
RAM  is  $188,683. 

For  more  information,  contact 
Sequent  by  phone  at  2802-3133,  by 
fax  at  2802-1800  or  visit  its  Web  site 
at  http://www.sequent.com. 


Agfa  offers  1.5  million  pixel  digital  camera 


Agfa,  a  provider  of  digital  cameras 
and  desktop  scanners,  recently  intro¬ 
duced  the  ePhoto  CL30. 

The  digital  camera  features  both  an 
optical  viewfinder  and  1 .8-inch  color 
LCD  screen.  In  addition,  the  product 
operates  on  four  AA-sized  batteries 
and  ships  with  a  4M  CompactFlash 
card  —  enough  storage  capacity  for 
six  to  36  images  depending  on  the 
resolution  setting,  officials  said. 

The  ePhoto  CL30  offers  image 
resolution  of  1.5  million  pixels  and  a 
2X  digital  zoom. 

In  addition,  the  CL30  features  both 
USB  and  serial  downloading  capa¬ 
bilities.  The  USB  interface  enables 
data  transfer  up  to  ten  times  the  rate 
of  serial  communication.  In  addi¬ 
tion,  the  USB  allows  users  to  plug 
and  unplug  the  ePhoto  CL30  and 
switch  with  other  USB  devices  with¬ 
out  having  to  reboot  the  PC. 

Agfa’s  ePhoto  CL30  delivers  pic- 


The  ePhoto  CL30  offers  image 
resolution  of  1.5  million  pixels  and 
a  2X  digital  zoom. 


tures  from  a  one  million  pixel  CCD 
sensor  using  the  company’s  PhotoGenie 
technology.  The  PhotoGenie  removes 
image  artifacts,  such  as  JPEG  compres¬ 
sion,  pixelation,  jagged  edges,  and 
posterization.  PhotoGenie  also  in¬ 
creases  the  resolution  of  pictures  taken 
using  the  ePhoto  CL30’s  highest  cap¬ 
ture  mode  to  produce  photo  quality 


images  with  1440-by-1080  pixels. 

All  camera  settings  on  the  ePhoto 
CL30  are  accessed  using  the 
EasyPilot  button.  The  EasyPilot  is 
a  multi-function  control  that  works 
like  a  computer  mouse  and  allows 
users  to  scroll  through  menus  while 
providing  point-and-click  selection 
control. 

The  ePhoto  CL30  ships  with  Agfa's 
PhotoWise  software,  an  application 
for  accessing,  managing  and  enhanc¬ 
ing  digital  photos.  PhotoWise  pro¬ 
vides  OLE  2.0  support  for  drag-and- 
drop,  as  well  as  in-place  editing  for 
OLE  compliant  applications  and  runs 
on  Windows  98,  Windows  95,  and 
Windows  NT. 

The  Agfa  ePhoto  CL30  will  be 
available  in  July  for  HK$3,000. 

For  more  information,  contact  Agfa 
by  phone  at  2555-9421,  by  fax  at 
2555-2480  or  visit  its  Web  site  at 
http://www.  agfahome.  com.  hk. 


Seagate  introduces  shock 
resistant  disk  drive  family 


Seagate  recently  unveiled  its  Medalist 
17242  desktop  disk  drive  family  de¬ 
signed  for  the  mainstream  and  entry 
level  PC  market.  Incorporating  Ultra 
ATA/66  interface  and  Seagate’s  Ex¬ 
panded  SeaShield  System,  the  suite 
provides  a  non-operat¬ 
ing  shock  specification 
of  300G  needed  for  vir¬ 
tual  CD  applications, 
rendering  animation; 
computer-based  train¬ 
ing;  movies;  Internet 
caching,  and  other  en¬ 
tertainment  and  busi¬ 
ness  applications,  com¬ 
pany  officials  said. 

The  Seagate  Med¬ 
alist  17242  family  fea¬ 
tures  the  Ultra  ATA/ 

66  interface  which 
doubles  the  data  trans¬ 
fer  rates  of  the  Ultra  ATA/33  to  66.6 
Mbps.  The  drive  is  100  percent  back¬ 
ward  compatible  with  both  Ultra 
ATA/33  and  DMA  and  with  existing 
ATA/EDE  hard  drives,  CD-ROM 
drives,  and  host  systems. 


The  Medalist  17242  family  includes 
Seagate’s  SeaShield  System  which  is 
designed  to  shield  users'  information 
from  common  problems  with  enhanced 
handling  and  ESD  protection;  installa¬ 
tion  aids  including  DiscWizard;  data 
integrity  features  in¬ 
cluding  S.M.A.R.T; 
ECC  and  Safe  Spar¬ 
ing  and  Drive  Self 
Test  (DST). 

With  capacity  rang¬ 
ing  from  4.3G  to 
17.2G,  the  5400rpm 
Medalist  17242  fam¬ 
ily  combines  a  5 12K 
buffer  and  an  internal 
transfer  rate  up  to 
188Mbps. 

The  Seagate  Med¬ 
alist  17242  family  is 
currently  available  in 
Hong  Kong  for  prices  ranging  be¬ 
tween  HKS820  for  the  4.3G  model 
and  $1,350  for  the  13G  model. 

For  more  information,  contact  Laser 
Computer  by  phone  at  2305-2228  or 
by  fax  at  2753-0337. 


The  Seagate  Medalist  17242 
family  features  the  Ultra  ATA/ 
66  interface  which  doubles  the 
data  transfer  rates  of  the  Ultra 
ATA/33  to  66.6  Mbps. 


StorageTek  ships  tape  system 

StorageTek  recently  announced  its  Timber  Wolf  Tape  Library  Monitor  -  an 
automated  tape  library  management  system. 

The  system  is  certified  to  run  with  both  Hewlett-Packard’s  OpenView 
Network  Node  Manager  and  Computer  Associates’  Unicenter  TNG  enterprise 
management  software. 

StorageTek’s  Timber  Wolf  Library  Monitor  software  provides  a  centralized 
view  that  allows  users  to  identify  abnormal  events,  warnings  or  failures  so 
administrators  can  respond  to  problems  and  minimize  system  downtime. 

In  addition,  StorageTek’s  library  management  software  allows  users  to 
monitor  the  library’s  basic  configuration  and  status.  Using  the  management 
station,  a  single  operator  can  monitor  several  libraries.  With  the  event  han¬ 
dling  feature,  operators  can  be  called  or  paged  which  may  reduce  operation 
costs  and  ensure  that  critical  jobs  are  completed  on  schedule,  officials  said. 

The  Timber  Wolf  Library  Monitor  supports  libraries  connected  to  standard 
Unix  and  Windows  NT  systems  and  is  compliant  with  all  backup/restore 
software  packages. 

The  StorageTek  Timber  Wolf  Tape  Library  Monitor  is  currently  available 
for  US$2,000  for  the  initial  monitor  and  $1,000  for  each  server  with  connected 
libraries. 

For  more  information,  contact  COL  by  phone  at  2116-3888,  or  by  fax  at 
2118-3088. 


Reliable  Network  Relies  On  Powerful  Storage  &  Backup  Devices. 

What's  yours? 


Any  purchase  of  ARCser ve/T  6.61  Advanced  Edition 
plus  HP  SureStore  DAT8/DAT24,  you  can  get  free 

•  3Com  OfficeConnect™  8TPC  Hub  (worth  $799) 

•  hands-on  workshop  (worth  $300) 


ARCser  ve/T  6.61  Advanced  Edition 

-  $5,999  - 

ARCser  ve/T  6.61  Workgroup  Edition 

-  $2,999  - 

HP  SureStore  DAT8  -  $5,660  - 
HP  SureStore  DAT24  -$8,310- 

*  Special  offer  valid  until  June  30.  99  or  while  stock  lasts. 

Dealers:  Automated  Systems  (HK)  Ltd.  2601  6998 
Icon  Business  Systems  Ltd.  285 1  2838 


Any  purchase  of  ARCser \eIT  6.61  Workgroup  Edition 
plus  HP  SureStore  DAT8/DAT24,  you  can  get  free 

•  3Com  10/1 00Mbps  PCI  Network  Interface  Card  (worth  $500) 

•  hands-on  workshop  (worth  $300) 


Hands-on  Workshop 

For  registration,  please  fax  customer  invoice 
and  this  form  to  2561  6345 
For  enquiry,  please  call  at  2564  9264. 

Topic  ARCserve/7  Workgroup  Edition 
and  HP  SureStore  Workshop 
Date  June  22,  99  (TUE) 

Venue  Hewlett-Packard  H.K.  Ltd. 

17/F,  Shell  Tower,  Time  Square. 

I  Matheson  St,  Causeway  Bay,  H.K. 

Topic  ARCserve/7  Advanced  Edition 
and  HP  SureStore  Workshop 
Date  :  June  11,99  (FRI) 

Venue  Computer  Associate 
International  Ltd. 

21/F,  World  Trade  Centre, 

28  Gloucester  Rd., 

Causeway  Bay,  H.K. 

*  Please  present  customer  invoice  when  you  a  trend  the  seminar. 


o 


o 


Name: _ 

Title: _ 

Company:. 

Tel: _ 

Fax: _ 

Address: _ 


Infocan  Computer  (HK)  Ltd.  2882  2277 
Interface  Computer  System  Ltd.  2893  8689 


Legend  Expert  Systems  Ltd.  2590  0233 
Nomura  Research  2536  1880 


Oasis  Computer  Consultants  Ltd.  2893  3655 
Pan  Asian  Systems  Ltd.  2873  9777 


Protex  Systems  Ltd. 
Win-Win  Solutions  Co.  Ltd. 


2310  1220 
2763  0662 
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International  Database 
Conference  (IDC’99) 


Heterogeneous  and  Internet  Database 


For  those  exploring,  currently  involved  in,  or  evaluating  the  advanced  technologies 
of  Heterogeneous  and  Internet  Database 


16-17  July  1999 
9:00am  to  5:30pm 
Kowloon  Shangri-La, 
Hong  Kong 


Among,  today's  information  technologies,  it  has  become  apparent  that  the  Internet  has  incredible 
potential  to  form  the  basis  or  foundation  of  an  infrastructure.  It  is  clearly  an  important  part  of  the 
emerging  electronic  commerce  market.  Companies  are  establishing  external  home  pages  to 
communicate  product  and  service  information  to  potential  and  existing  customers,  and  investing  in 
Internet  home  pages  that  spread  internal  textual  data  throughout  the  organization.  A  more  interesting 
manifestation  of  the  Internet  is  the  foundation  of  the  client/server  infrastructure.  Companies  that 
produce  tools  for  database  access  are  beginning  to  tie  their  products  into  the  Internet.  The  issue  of 
accessing  a  remote  database  through  the  Internet  has  posed  interesting  problem  for  many  database 
practitioners  and  researchers,  especially  in  the  area  of  performance,  security  and  reliability  of  an  Internet 
database  system. 


Industrial  Stream  Highlights 


Information  Systems  Reengineering 
Universal  Database 
Database  Services  to  Internet 


Ultra-small  Database  for  Mobile  Devices 
Enterprise  Java  Bean  and  Java  Blend 
Visual  Business  Intelligent 
E-Commerce 


Academic  Stream  Highlights 


Internet-enabled  Knowledge  Discovery 
COBRA-based  Distributed  Components 
Data  Warehousing 
Data  Mining 


In-Depth  Pre-Conference  Tutorial 


Building  Web  Application  using  HTML7XML 

COBRA  as  an  Internet  Infrastructure  for  Client/Server  Applications 

SQL3  standard  and  ORDBMS  development 

Schema  and  Database  Conversion  using  SQL 


Frame  Model 
Internet  Database 
Database  Reengineering 


Background 


The  first  International  Database  Workshop  was  held  in  Hong  Kong  In  December  1 989,  organized  by  the 
Hong  Kong  Computer  Society  and  Hong  Kong  Polytechnic.  Its  main  objective  was  to  promote  database 
technologies  in  Hong  Kong.  Its  scope  was  broad  coverage  of  database  advanced  technologies, 
methodologies  and  software  tools.  The  workshop  has  been  transformed  into  an  international 
conference  ever  since. 


Who  Should  Attend: 


Project  Managers 
Business  Analysts 
Database  Architects 
Database  Developers 
Data  Warehouse  Managers 
Researchers 


Call  for  Participation 


IT  Managers 
CIO’S 

Strategic  Planners 

Others,  interested  in  Heterogeneous 
and  Internet  Databases 


In  conjunction  with  the  6th  International  Symposium  on  Spatial  Databases 
http://www.cs.ust.hk/~ssd99  to  be  held  in  Hong  Kong,  20-23  July  1999. 


1  5  July  (Tutorial) 

9:00am  to  5:00pm 

City  University  of  Hong  Kong 


Programmes 


Academic  Stream 


Internet  The  New  Frontier  of  Database  Applications 
Peter  Chen,  Lousiana  State  University 
(Entity  Relationship  Model  Inventor) 

Building  a  Cyber  Industry  in  Hong  Kong,  can  we? 
Edward  Yung,  Chair  Professor, 

City  University  of  Hong  Kong 

An  Internet-enabled  Knowledge  Discovery  Process 
Alex  Buchner,  Maurice  Mulvenna, 

Sarah  Anund,  John  Hughes,  University  of  Ulster 

A  Case  Study  on  Application  Development  with  CORBA- 

based  Distributed  Components 

HW  Chun.  Steve  Chan,  City  University  of  Hong  Kong 

An  Approach  to  Convert  Semi-structured  Data  from  the 
Web  into  Structured  Data  in  Relational  Databases 
Edmund  Mak  and  Qing  Li,  Hong  Kong  Institute  of  Education 

Generic  Multimedia  Documents  for 

the  WWW  using  an  object  DBMS 

Her\’e  Martin  and  Philippe  Mulhetn,  LSR  -  /MAG 

Evaluating  the  Client  Side  Approach  and  the  Server  Side 
Approach  to  the  WWW  and  DBMSs  Integration 
Wilfred  Ng.  Hong  Kong  Polytechnic  University 

Jmaster:  A  Java  Database 

Connectivity  Platform  for  Access  to  Multiple 

Heterogeneous  Databases 

JM  Seo,  ES  Jin,  SY  Yoon.  JW  Song,  Korea  University 

WODA:  A  Slim  Wed  Oriented  Database 
Ziga  Turk.  University  of  Ljubljana 

A  Meta-data  management  system  for  data  warehouse 
SM  Huang,  TM  Hung,  Joseph  Fong, 

Tatung  Institute  of  Technology 


Industrial  Stream 


Evolution  from  2-tier  client/server  architecture  to  n-tier 
component  architecture  using  Internet  -  Web 
technology 

John  Tse,  Deputy  Director.  Hospital  Authority 

Legal  issues  on  Internet  Commerce 
Sin  Chung  Kai,  Legislative  Councillor 

Experience  of  building  and  using  the  enterprise  DB,  the 
tools  and  future  expectations 

Belt y  Tsoi,  Vice  President,  Operation  and  Technology.  Citibank 

Internet  and  Information  for  the  2 1  st  Century 
Danyll  Wills,  Oracle  Greater  China 

Java  Bean  and  Java  Blend 
Kenneth  Lui,  Sun  Microsystem 

Visual  Business  Intelligent  -  A  New  Class  of  Applications 
Serina  Lee.  Informix  Software  (HK)  Ltd 

Database  on  the  move.  DB2  mobile  computing 
Clarence  Sham.  IBM  China/Hong  Kong  Limited 

Analyzing  Your  E-Commerce  Customers  Perference 
and  Behavior 

Stephen  Yao,  Informix  Software  ( HK)  Ltd 

Information  Systems  Reengineering  Tool 
Sunny  Ho.  IT  Partners  Limited. 

Integrating  Enterprise  Information  to  the  Palm  of  your 
hand  with  Sybase  UltraLite  and  MobiLink 
Melvin  Lam.  Sybase  Hong  Kong  Limited 

Extending  Database  Services  to  the  Internet 
Ray  Ruff.  Sybase  Hong  Kong  Limited 

Building  an  end  to  end  e-commerce  solution  - 
merchant  store  front  POS 
Joseph  Lee,  Topsoft  Limited 


20  more  speakers 


Pre-Confrerence  Tutorial: 

1 .  Building  Web  Applicatinos  using  HTML7XML 

-  Professor  Peter  Chen  (ER  model  inventor),  Louisiana  State  University 

2.  Overview  of  COBRA  as  an  Internet  Infrastructure  for  Client/Server  Applications 

-  Dr  Andy  Chun,  City  University  of  Hong  Kong 

3.  Informix's  implementation  of  object-relational  capabilities  as  it  exists  in  the  IDS/UD  product 

-  Zelaine  Fong,  Informix  Limited 

4.  Schema  and  Database  Conversion  using  SQL 

-  Ringo  Pang,  City  University  of  Hong  Kong 


Conference: 

16  and  17  July,  9:00am-5:30pm  Kowloon  Shangri-La  Hotel, 
64  Mody  Road,  Kowloon,  Hong  Kong 

Pre-Conference  Tutorial: 

1 5  July,  9:00am-5:00pm  City  University  of  Hong  Kong, 

Tat  Chee  Avenue,  Kowloon,  Hong  Kong 

Dinner: 

1  7  July,  7:00pm  -  9:30  pm,  with  Speakers  and  Participants 
Golden  Court  Restaurant 

75.  Mody  Road.  Lower  G/F.,  (Portion),  South  Seas  Centre. 
T.S.T.  East,  Kowloon. 


Send  the  registration  form  with  a  cheque  for 

the  registration  fee  to:  City  University  of  Hong  Kong, 

Tat  Chee  Avenue,  Kowloon,  Hong  Kong  9 

Fax  the  registration  form  to:  278886 1 4 

■znmzin^Mr 

Early  Bird  registration  before  30  June  99  is  eligible  for  a 
discount.  Register  Early! 


Conference 

Tutorial 

Normal 

Early  Bird 

Normal 

Early  Bird 

Conference 

1500 

1200 

700 

500 

Student 

600 

500 

600 

400 

Optional  dinner  with  speakers  and  participants  at 
HK$300  per  person 

Conference  fee  covers  proceedings,  lunches,  refreshments, 
and  Tutorial  fee  covers  a  set  of  tutorial  notes,  lunch  and 
refreshments.  All  fees  are  payable  in  advance. 

No  lunch  will  be  provided  for  Student  delegates  during 
the  2-day  conference. 


For  overseas  participans,  please  contact  us  through  email 
csjfong@cityu.edu. hk  .  We  will  make  some  special 
arrangements  for  you! 

■  II  III  II  I  III  1 1 

For  more  information: 
http://gateway.cs.cityu.edu.hk:8  H58/idc99 


BY  PHONE:  Call  Dr.  Joseph  Fong  at.  (852)27888498 

BY  POST:  Dr.  Joseph  Fong, 

Department  of  Computer  Science, 

City  University  of  Hong  Kong, 

Tat  Chee  Avenue,  Kowloon,  Hong  Kong. 

BY  FAX:  (852)27888614 

BY  EMAIL:  csjfong@cityu  edu.hk 


Register  me  for 


REGISTRATION 

(fax  to  2788  8614) 


□  2-day  Conference,  16-17  July  1 999 

□  1  -day  Tutorial,  1  5  July  1 999 

□  Dinner,  1  7  July  1 999 


Name  ( Mr/Ms/Dr/Prof)  - 


Organization  Name: 


For  Student  Discounts: 

Student  ID.  - 


.  (please  enclose  a  copy  of  your  full-time  student  ID  card 


Signature: - 

Cheque  enclosed  for  HK$  - 


.  Date: 


.  Made  payable  to  City  Univ< 


rd  to  quail® 

/ 


Hong  Kong 


Organised  by: 

tfffd  #*«*** 

^L~  ■  City  University 

of  Hong  Kong 


Sponsored  by: 

ORACLE 


8  Sybase  4t*Sun  Inform  x 


Please  note  all  fees  are  payable  in  advance  Please  tick  if  you  require  a  receipt  D 


Information  Anywhere 


MARKET  PLACE 
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SBRADY 


iJf  BID  THE  BEST 


Power  Rating:  500VA-4800KVA 

Special  Features: 

•  User  Friendly  Display  with  LED  indications  & 

LCD  Screen 

•  Advanced  Self  Diagnosis  including  Programmable 
Battery  Test  Function 

•  Possibility  of  Load  Sharing  Parallel  operation  from 
5KVA  onwards 

•  Surge  &  Overload  Protection 

•  System  Log  Function 

•  Full  Range  of  Shutdown  Software  for  IBM,  DEC. 
SILICON  Graphics.  SUN.  AT&T.  APPLE.  HP  & 

PC  System 

•  24  Hours  Service  Support 

For  more  details  :  2687  1755 

fTj  JINCHAT  ENGINEERING  (H.K.)  CO.  LTD. 


if.  >;t  i  g  <  #  » >  a  m  « 

—  Rm  2003  Shatin  1 1  Plaza  No.  1 1  Wo  Shlng  Street .Fotan.Hong  Kong 
11  1  1  W W 2003  IE 

E-mail 


Tel  (852)  2687  1755 
Fax  (852)  2687  3078 
jinchat  @  hknet  com 


Beijing  Office: 

Rm.  1009,  Jin  Vun  Plozo. 

No  43  XI  Zhl  Men  North  Road 
Belling  China  (100088) 

Tel  (010)  62210184  62210183, 
62210187.  62228191 
Fax  <010)  62228189 

Shanghai  Office 

Rm  D.  26/ F  Hoixlng  Plazo. 

1  Rui|ln  South  Rood. 

Shanghai  China.  (200023) 

Tel  (021)64186071. 

64186072.  64186073 
Fox  (021)  64186070 

Shenyang  Office 

Rm  505,507  Hua  Xing  Building. 
No. 58  Wen  Hua  Rood. 

Heplng  District. 

Shenvang  China  (110003) 

tel  (024)  3890033.3899402. 

38935 1 1  -3050  (30507) 

Fox  (024) 3890033 

Wuhan  Office: 

Blk  H.4/F  .  JuVIn  Building, 

No  18  Han  Kou  Dan 
Dong  Road.  Wuhan.  China 

Tel  (027)  5423946 
Fax (027) 5423946 

Guangzhou  Office: 

Rm  04.  7/F. .  Tower  2, 

Dong  Jun  Plaza 

836  Dong  Feng  Road  East 

Guangzhou  China 

Tel  (020)  87605299 
Fax  (020)  87605299 


UIE  SERUE  THE  BEST 


APPLICATION 

•  Point  of  Sales  System 

•  SCM  Supply  Chain  Management  x  * 

•  Inventory  System  ^ 

•  Production  Control  System 

•  Distribution  &  Logistic  Management 

•  Fixed  Assets  Control 

•  Office  Automation 


We&-t§-H#£t  Connect 


PSC 
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ifcwuuibiyjll  Tel:  (852)  2788  3306  Fax:(852)2319  2967 
E-mail:  sales@milliontech.com 


P 

-  •  .  TCP/IP  Web  Server 

Internet  \ 

Intranet  J 


Farabi  HostfflKDnnQ; 


Farabi 
HostFront  Server 


Browser-based 
5250/3270  emulation 


Windows  NT  Server 

Web-to-Host  Integration 


IBM  Host 


Coax 

802.2 

Channel  Attach 
SOLC 
QLLC 

Frame  Relay 


Provides  Internet/Intranet  access  to 
AS/400  or  mainframe  hosts.  By 
downloading  ActiveX  or  Java  display, 
file  transfer,  or  printer  sessions  to  a 
browser,  users  can  reach  the  Data  and 
Applications  they  need  to  access. 


No  Host 
Modifications 
Efficient  Use  of 
Resources 
Multi-tier  Security 
Browser-based  Host 


Access 

Java  and  ActiveX 
Terminal  Emulation 
Clients 
Zero  Effort 


P$L 


AimMuoiriizedl  OosWibytor 

PROTEX  SYSTEMS  LIMITED 

2201-3,  Level  22  Tower  1,  Millennium  City,  388  Kwun  Tong  Road,  Kowloon,  Hong  Kong 
Tel:  (852)2310-1220  Fax:  (852)2310-1129  http://www.protex.com.hk 


PowerSaver  Technologies  Inc.  U.S.A. 

MPS  520HP 
Just  HKD  798.00 

LAN  Interface. 

ON-LINE  Regulator. 

Surge  Protection. 

Overload  Protection. 

Constant  Charger. 

Auto  Cut-off/Resume 


FC 


0.5KVA  -  30KVA 

For  More  Information: 

2763-9168 

Dawson  Technology  Limited 

WE  SELL  UNINTERRUPTIBLE  POWER  SYSTEMS 

Rm  601.  Kwong  Sang  Hong  Centre 
151-153  Hoi  Bun  Road.  Kwun  Tong.  Kowloon 


C* 


Wing  On  Engineering 


Wing  On  Engineering  Co. 

1/F.,  77  Bonham  Strand,  Sheung  Wan,  Hong  Kong 
Tel:  2547  2467  Fax:  2546  8729 
E-mail:  sales® wingoneng.eom.hk 


Structured  Cabling  Specialist  $  for  data 


388* 


■^0 

^5 


# 

7m* 


Years  Warranty 


AIVIP 


Business  Partner  Authorized  NDI  Authorized  Reseller 


Structural  Cabling  with 
Cat.  5  System  Certification 
Indoor  &  Outdoor  Fiber  Optics 
Computer  Room  Design  &  UPS  System 
Equipment  Rack  &  LAN  Centres 
Network  Switches  &  Hubs 
Computer  &  Network  Relocation 

HKPC 

Novell®  inteh  Him  ®  Quality  Club 

GID  Authorized  Reseller  Corporate  Member 
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Clever  Motion  Industries  Limited 

Tel  :  2787  0778  Fax  :  2787  0796 

Email :  sales@cmmdhk.com  Home  page  :  www.cmindhk.com 


Exclusive 


Distributor  of  / 


ISA  card  for  Host 
and  desktop  P.C. 


SCANNERS 


SPT1500 


Radio  Frequency  Network  Technology 

*  Spectrum  24  wireless  LAN  communications 

*  A  complete  wireless  network  solution  includes  access 
point,  connectivity  software,  data  collector,  PCMCIA  card 
and  ISA  bus  card 

*  Comply  with  IEEE  802.11  standard 

*  Window,  Window  NT,  Window  CE,  AS400,  UNIX,  etc 

*  Applications:  retail,  transportation  and  logistics, 
warehousing,  distribution,  manufacturing  and  many 
others 

Symbol  SPT1500 

*  Incorporate  Symbol  Technologies’s  smallest  bar  code 
scan  engine  into  3com’s  PalmPilot. 

*  Maintain  100%  compatibility  with  all  standard  Palm 
Operating  System-based  applications  software 

*  Pocket-sized  design  and  pen-based  graphical  user  interface 

*  Symbol  bar  code  API  software  will  be  provided  with  the 
hardware 

*  Widely  applies  in  inventory  management,  patient 
verification  in  clinical  documentation,  sales  order 
entry 


Symbol  Scanners  &  Terminal 

*  High  first-pass  read  rate  and  accuracy 

*  Can  read  damaged  or  poorly  printed  bar  code 

*  Intergrated  with  2-D  and  1-D  scanning 

*  Cordless  operation  (Optional) 

Zebra  Bar  Code  Thermal  Printers 

*  Personal  line,  value-line  and  performance  line  printers  fit 
for  basic  and  heavy-duty  labeling  requirements 

*  Can  print  bar  code,  Chinese  charaters,  alphanumeric  and 
graphics 

*  Printer  for  PC,  AS400  mainframe,  UNIX,  etc 

*  Include  Window  driver 

*  Support  1-D  and  2-D  codes 

*  Print  speed  can  be  up  to  12”  (30.48cm)  per  second 


TechTrend 


Engineering  Limited 


BAR  CODE  PRINTERS 


Hong  Kong  Tel:  (852)  2590  9911  Fax:  (852)  2590  9928 

E-mail:  saleshk@techtrend.com.hk 

Beijing  Tel:  (86  10)  6800  3291-8  Fax:  (86  10)  6800  3288 

Shanghai  Tel:  (86  21)  6487  7686  Fax:  (86  21)  6474  7863 

Chengdu  Tel:  (86  28)  678  9348  Fax:  (86  28)  678  9601 

Guangzhou  Tel:  (86  20)  8385  0588  Fax:  (86  20)  8385  8678 

Shenzhen  Tel:  (86  755)  323  6182/320  3823  Fax:  (86  755)  323  0018 
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Reach  11,500  EDP  professionals.... 

for  only  $1 ,500 


For  enquiries,  please  call  Andy  Lo  or  Connie  Yip 
Tel:  2861  3238  E-mail:  Mkt_HK@idg.com.hk 


-liJUUiijJ1 


TeamPatTjflOO 

•  Light  wieght  just  over  eight  oum 
■  A  large  and  easy-to-use  touch  st 

•  Three  ergonomically  positioned 
scanner  buttons 

•  Built-In  PCMCIA  slot 

•  Expand  memory  up  to  68MB 
>  ‘Support  both  batch  and 

5  .  wireless  communication 

P"‘2.4GHs 

Bk.  (Licnece  Free)  ¥  A 


novExx 


PUMA,  LION,  TIGER,  TIGER  XXI- 

Powerful  Bar  Code  Printer  ^11  ■ 

•  Super  speed  up  12"/sec  1 

■  Max  printing  width  trom  4"  to  8.4"  (1 

•  Perfect  printing  by  newly  JggHipi 

developed  Near-edge  print  head 

•Easy adjustment ol lull  tfSLg  A 
range  material  . 

•  Automatic  WJmr  m 

ribbon-saver  '  1 

•  Windows/Windows  NT  |  O 

driver  available  Aflj 
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•j*  ZALTON  ENTERPRISES  LTD. 

Tel:  (852)2928  6098  Fax:  (852)  2341  8886 
E-mail:  mktg@zalton.com 
Internet:  www.zalton.com 


VB  PROGRAMMERS 
AVAILABLE 

We  are  a  VB  developer  looking 
for  long  contract  opportunities 
with  MIS  departments  of  small 
to  medium  size  business. 
Interested  companies,  please 
contact  Mr.  Eddy  Yiu. 

Unit  702,  Chevalier  House,  45-51  Chatham  Road 
South,  Tsim  Sha  Tsui,  Kowloon,  H.K. 

E-mail  address:  market@ofTiceclub.net 
Tel:  (852)  2333  3401  Fax:  (852)  2333  3955 


ISO  9002 
Certified 


HK  Government 
HK  Telecom 
approved  supplier 


Also  specialized  in: 

I  Computer  room  turnkey  design 

Precise  control  A/C 
Raised  floor 

Data  cabling  &  electrical 
Fire  protection 


NEWTECH  TECHNOLOGY 


Tel  :  2754  3628 
Fax  :  2707  981 1 


Data  Collection  network 
Warehouse  control 
Distribution  logistic 
WIP/MRP  system  interface 
Asset  control 

Supply  Chain  Management 
Point  of  Sales 

Visitor  Management  System 


Total  Bar  Code  Solution  Applications 


Systems  Scanning  Ltd. 

to  ft  %  &  %  Bt  ft  »J 


Hong  Kong  Office 
Tel  :  (852)  2370  2227 
Fax  :  (852)  2370  2054 


Guangzhou  Office  :  86-20-81087505 
Shanghai  Office  :  86-21-62625250 
Beijing  Office  :  86-10-62522043 

Chengdu  Office  :  86-28-5212823 


Master  So  ft  . . . 

the  highest  quality  instructor-led  training  experiences 


Mastersoft  is  committed  to  providing  high-quality 
products  and  training  service  to  our  customers.  We 
deliver  training  courses  that  are  practical,  market- 
sensitive,  technologically  sound,  and  directly 
responsive  to  our  customers’  specific  needs. 


Our  Services  Include: 

✓  Software  Product  &  License  Reselling 

✓  Intensive  Software  Training  Courses 

✓  Solution  provider  for  Networking  Services 


MASTERSOFT  3/F.,  Tower  2,  Tern  Centre.  25 1  Queen’s  Road  Central. 
Tel:  2380  4848  Fax:  2787  6834 
Far  Beyond  ibr  Common  Website:  www.mastersoft.com.hk 


<3  Lam  per  tz  ,  Germany  Dis-Data-Safe 

Protects  your  data  media  of  Giga  tapes.  Optical 
Disks,  Diskettes,  CD-ROM  against: 


-  Fire  up  to  1 20  minutes 

-  Humidity 

-  Acrid  gases 

-  Magnetic  influences 

-  Vandalism 

-  Theft 

-  Explosion 

-  Falling  debris 

-  Radiation 

-  Dust 

-  Unauthorized  access 


Ranger  Enterprise  Co.,  Ltd. 

Tel:  2420  8928  Fax:  2494  9228 
E-mail:  sales @ranger.com.hk 


Business  Dev  Mgr  800K  Vendor 

strong  sales  exp  in  solution  / 
consulting  Banking  and  finance 
industry  backgrnd 

Sales  Mgr  900K  Networking  Vendor 

aggressive  IT  sales,  6  yrs+,  finance  & 
enterprise  sectors 

Marketing  Mgr  900K  Vendor 

5yr+  exp  in  Telco  /  SP  accounts, 
product  forecast,  competitive  strategic 
marketing  analysis 


Technical  /  Contract 


E-comm  Technical  300K  to  700K 

multiple  posts,  computer  vendor, 
e-comm,  EDI,  Internet  /  Intranet 

Contract  SA  /  SAP  30K+  Bank 

4-6  yr  EDP  exp,  OLAP,  DBMS,  NT, 
UNIX 

Contract  SA  /  SAP  30K+  Bank 

MVS,  Cobol,  CICS,  banking  appl 

Mainframe  SA  /  AP  20K  -  35K  Bank 

MVS,  Cobol,  CICS,  development  and 
enhancement  of  retail  banking  appl 

Contract  SA  /  SAP  32K+  Bank 

6yr  exp  UNIX  /  MVS,  SAS,  Cobol 

IT  Systems  Engineer  25K 

3yr  exp,  UNIX  admin,  network  setup 
and  support 

Contract  AS400  SA  /  SAP  28K+ 

Cobol,  CL,  retailing  banking  appl 

Contract  Object  SA  /  SAP  30K+ 

Object  prog,  RDBM,  Oracle  /  Sybase, 
design  and  development 

Contract  Network  Specialist  35K+ 

3yr,  WAN,  router,  DPNS,  ISDN, 

X.25,  FR,  ATM 

Contract  SA  30K+  Bank 

Cobra,  Java,  C++,  UNIX  /  NT  systems 
design  and  project  management 


Pro  Search 


Executive 

Recruitment 


1602  Dina  House,  Ruttonjee  Centre 
11  Duddell  Street,  Central 
Fax  :  2522  9632 
Tel  :  2526  8089  (6  lines) 

Email  :  Careei-@ProSearch.com.hk 


“The  IT  Recruiter' 
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PRODUCT  REVIEW 


NDS  8  improves  scalability,  performance 


By  Jeff  Symoen 

US  Inf  eWorld 

Novell  Directory  Services 
(NDS)  has  long  been  the  mar¬ 
ket  leader  in  the  NOS-inte- 
grated  directory  services  mar¬ 
ket  space.  But  Novell  has 
struggled  somewhat  in  the  ap¬ 
plication  directory  market. 
Competing  with  Netscape’s 
Directory  Server  and  other 
Lightweight  Directory  Access 
Protocol  (LDAP)  products  has 
been  difficult,  chiefly  because 
of  performance  and  scalability 
concerns.  But  NDS  8,  released 
recently  on  Novell's  Web  site, 
definitely  brings  Novell  back 
into  the  game. 

With  the  explosion  of 
Internet-based  applications, 
some  of  which  require  the 
back-end  directory  to  scale 
well  beyond  1  million  object 
entries  while  maintaining  re¬ 
spectable  performance,  NDS 
has  been  virtually  discarded  as 
an  option  for  large  Internet- 
based  applications  and  ISPs 
looking  to  adopt  directories  to 
host  customer  data.  And  with 
Microsoft’s  Active  Directory 
now  on  the  horizon.  Novell 
had  to  find  a  way  to  increase 
the  performance  and  scalability 
of  NDS  to  stay  ahead  of  the 
pack. 


The  main  performance  con¬ 
cern  with  NDS  as  an  applica¬ 
tion-based  directory  is  LDAP. 
NDS  has  not  been  a  strong 
performer  in  this  area,  and  it 
has  lacked  support  for  specific 
LDAP-based  properties,  such 
as  the  LDAP  domain  property. 
NDS  8  answers  these  ques¬ 
tions. 

Deploying  NDS  8  in  your 
organization  should  result  in 
cost  savings  associated  with 
improving  directory  scalability, 
performance,  and  mainte¬ 
nance.  If  you  are  looking  to 
deploy  NDS  8  as  an  applica¬ 
tion  directory,  you  should  be 
able  to  reduce  support  costs 
through  directory  standardi¬ 
zation  for  both  the  NOS  and 
applications. 

In  NDS  8,  Novell  has  totally 
redesigned  the  NDS  database 
architecture  —  the  company 
says  it  has  tested  the  new  ar¬ 
chitecture  with  more  than  a 
billion  objects  (although  I 
was  not  able  to  verify  this 
claim  in  my  tests).  Central 
to  the  redesign  of  NDS  is  the 
inclusion  of  specific  indexes, 
such  as  substring  indexes  for 
the  common  name  and  unique 
ID  data  fields,  within  the 
NDS  database,  which  pro¬ 
vides  a  nice  boost  in  query 
performance. 


Another  important  im¬ 
provement  is  the  native  im¬ 
plementation  of  the  LDAP  3 
protocol  into  the  directory. 
This  should  serve  to  improve 
query  performance.  I  found 
that  setting  up  NDS  for 
LDAP  access  was  basically 
seamless,  in  contrast  to  some 
difficulties  I  had  experienced 
with  the  previous  LDAP  con¬ 
nector  add-on.  I  also  found 
that  LDAP  query  perform¬ 
ance  was  fairly  respectable  in 
my  tests. 

Novell  claims  NDS  should 
be  able  to  sustain  200  to  300 
queries  per  second,  a  definite 
improvement  over  prior  ver¬ 
sions.  But  Netscape  claims 
performance  of  about  5,000 
queries  per  second.  Some 
side  benefits  of  NDS  8  that 
are  not  directly  related  to  di¬ 
rectory  performance  are  a 
new  and  improved  version  of 
Novell’s  ConsoleOne  Admin¬ 
istration  tool,  a  batch-load  di¬ 
rectory  population  tool,  and 
an  updated  version  of  DSRe- 
pair  (dsrepair.nlm). 

I  found  the  new  version  of 
ConsoleOne  to  be  a  solid  im¬ 
provement  over  the  version 
released  in  NetWare  5.  The 
new  version,  ConsoleOne  1.2, 
provides  better  support  for 
various  NDS  object  types  and 


is  quite  a  bit  peppier  than  the 
prior  version.  However, 
ConsoleOne  still  performs 
quite  a  bit  more  slowly  than 
NetWare  Administrator,  and 
there  still  is  not  complete  fea¬ 
ture  parity  between  the  two 
administration  tools.  In  addi¬ 
tion,  after  my  upgrade  when  I 
loaded  ConsoleOne  from  the 
NetWare  graphical  console,  the 
older  version  of  the  tool  con¬ 
tinued  to  load  instead  of  the 
new  one. 

Novell  also  includes  a  new 
bulk  load.nlm,  which  I  was 
able  to  use  to  import  users  into 
the  directory  from  a  standard 
LDAP  Data  Interchange  For¬ 
mat  file.  I  found  this  method 
of  populating  the  directory 
quite  effective.  I  was  able  to 
import  500  users  in  about  2 
seconds.  My  100,000-user  file 
took  a  little  more  than  1  minute 
to  process. 

Finally,  the  new  version  of 
DSRepair  that  ships  with  NDS 
8  enables  administrators  to 
perform  some  maintenance 
options,  such  as  performing 
structure  checks  and  repairing 
the  NDS  database,  without  ac¬ 
tually  locking  the  database. 
Therefore,  these  operations  can 
now  take  place  without  disrupt¬ 
ing  service  to  end  users. 

Overall,  NDS  8  provides 


marked  improvements  over  the 
current  technology.  And  since 
the  product  is  free  to  NetWare 
customers,  there  is  good  rea¬ 
son  to  perform  the  upgrade  for 
current  sites. 

However,  read  the  installa¬ 
tion  notes  carefully:  there  are 
a  number  of  conditions  that 
may  need  to  be  met  to  ensure 


success  in  your  environment. 

If  you  are  considering  NDS 
to  support  an  application,  this 
release  really  begins  to  make 
the  technology  suitable  to  that 
task.  But  I  recommend  per¬ 
forming  query  performance 
tests  with  your  final  candi¬ 
dates  before  you  make  that 
decision. 


THE  BOTTOM  LINE:  VERY  GOOD 

Novell  Directory  Services  (NDS)  8 

This  update  to  Novell’s  NOS-integrated  directory 
services  provides  better  scalability  and  performance, 
as  well  as  new  support  tools  for  improved  mainte¬ 
nance  and  management  options. 

NDS  8  is  ideal  as  a  back  end  for  Internet-based 
directory-enabled  applications.  For  current 
NetWare  sites,  it  will  provide  greater  directory 
scalability  and  performance,  plus  reduced  mainte¬ 
nance  downtime. 

Pros:  Improves  scalability  and  performance; 
ConsoleOne  provides  better  performance  and  direc¬ 
tory  object  support;  Bulkload. nlm  tool  makes  it  easy 
to  quickly  populate  the  directory. 

Cons:  ConsoleOne  still  does  not  offer  full  feature 
parity  with  NetWare  Administrator  and  could  still  use 
some  performance  improvements. 

Platform:  Requires  NDS  4.10  (or  later)  on  all 
servers  and  NetWare  5  (with  Support  Pack  2)  on  at 
least  one  server. 


MARKET  PLACE 


NOVO  series  Centre  &  19"  Racking  Systems 


l®tl 

Quality  Award  ‘98  &  Productivity  Award  '96,  Hong  Kong  Industrial  Awards 


from  Award-winning  ISO  9002  manufacturer 


e. 


NEW 


NOVA  IPX  Sene 

IP65 

certified 
7  cabinets  V 


19"  Racking  Systems 

•  Panel  widths:  19",  23",  24" 

_  .  □•L.'/iii  nn  i  •  Heiqhts:  21U  to  55U 

Heights:  6U  to  15U  •  lifetime  warranty  t  |  Q"  °24"  *  ^eP^s:  24",  30",  35" 

Depths:  18,24  •  variety  of  accessories  ^  S  '  •  Compaq  server  compatible 


Wall  Mounted  Cabinets  LAN  Centres 

Depth; 


Other  Products 

•  open  rack 

•  EMI  cabinet 

•  console 

•  kiosks 

•  custom  designs 


We  deliver  in  China! 


Kingdom  Advanced  Products  Ltd. 


Tel:  2172  7170  Fax:  2172  7270 


ARIGHT 


THE  RIGHT  CHOICE! 


http://aright.com 


The  Best  Web  Hosting  service  - 

ARIGHT  Hosting 


t  Best  Price 


S  Best  Vaiui 


I  Best  Speed 


Best 

Performance 

I  Best  Storage  Platform 


l Best  Support 


HK$288/month 


Free  Registration  /  Transfer  of  Domain  Name 
Email  Accounts  8i  Unlimited  Mail  Forwarding 


The  Fastest  Backbone  In  HK  ( >  200Mbps  Bandwidth ) 


High-end  UltraSparc  Servers 


Raid-S  Disk  Arrays  enable  data  secured 


Free  Email  Technical  Support  &  Hit  Rate  Report 


The  Gateway  for  SME  to 

Succeed  on  the  Internet 


Hotline:  2527  7777 
E-mail:  info@aright.com 


SmartLinkage  (H.K.)  Ltd.  1902.  po  sang  Bank  Bidg , 

<3  Argyle  St.,  Mongkok,  Kin..  H.K.  Tel:  2395  1593  Fax:  2394  7032 


SMC  LAN  Center 

Designed  to  meet  your  specific 
requirements... 


Authorized  Distributor  : 

S^martlinkage 


m  n  m  a  ^  s  b  tb  s  m 

l.cimKn 

Learn  From  The  Experts™ 

Eastop  Office  Automation  System 

Best  office  assistant.  Save  cost,  Enhance 

Cisco  CCNA  Certification 

\/  Trading,  Account,  Inventory  module 

✓  Multi-warehouse,  Lot/Serial  number 

✓  Multi-level  BOM 
s''  Multi-language 
</  Multi-user 

Multi-Currency 
r/  Year  2000  Compliant 


Cisco  CCNA  Routing  &  Switching 
(Exam  No.  640-407) 

Solidify  your  knowledge  of  Cisco  Systems' 
technologies  and  prepare  for  your  CCNA 
certification!  In  this  training  series  you'll  learn 
about  Cisco  LAN  and  WAN  routers  and  LAN 
switches.  You'll  also  learn  how  to  configure  a 
network  to  increase  bandwidth,  improve 
response  times,  and  enhance  reliability  and 
quality  of  service. 

Take  Your  Networking  Career  to  the  Next  Level 
with  LearnKey  Cisco  Certification  Training! 


4  Training  Videos  or 
4  Training  CD-ROMs 


*For  Windows/95/98,  NT  &  Multi-tierC/S* 

Free  Demo:  Wednesday  2:00pm  -  5:00pm 
Please  call  Sophie  Cheng  to  reserve  a  seat 

Ifi  If  H  fli  II  F41 

Eastop  Computer  Consultants 

A  Division  of  Eastop  Electronics  Limited 

Tel:  2357  9088  Fax:  2357  9872 
Web-site:  www.eastop.com 


Your  expert  trainer,  Gary  Crothers  is  a  Cisco  Certified 
Internetwork  Expert  (CCIE#2937)  &  a  Cisco  Certified 
Instructor  He  currently  teaches  at  Cisco  Worldwide 
Training  Headquarters  in  San  Jose,  California. 

y  Self-paced  V  Professional  Instructors 

^  Just-in-time  •/  Cost  Effective 

y  Watch  &  Learn  In  Minutes  S  Increase  Productivity 

LearnKey  is  a  Content  Provider  of  r<  .  ,ry  inlet ,.  in  •  ,  muni  , 

LearnKey  Authorized  Sole  Distributor 

Training  Solution  (H.K.)  Ltd.  Tel:  2512-0168  Fax:  2512-0298 


http://www.trainingsolution.com.hk 


j^ksPCw  Symmetra  ,.  Power  Array™ 

AMERICAN  POWER  CONVERSION  ** 

The  Most  Reliable  True  On-line  UPS, 

Guarantee  100%  Computer  Uptime 

•  Upgrade  Capability 

4  -►  8  ->  12  — >  16KVA 

•  Fault  Tolerant  Capability 

Single  Point  of  Failure 

•  Hot-Swap  Modules 

Easy  maintenance 

•  Remote  Access  and  Con 

Internet,  Telnet,  SNMP,  Modem 

APC  products  have  won  more  awards  than  all  other  ups  vendors  combined 
Sole  Distributor  and  Service  Centre 

.lade  Power  Technology  Limited 

Rm  705-6,  Laford  Centre.  838  Lai  Chi  Kok  Rd,  Kin 
jade  power  je|  2782  7500  e-mail :  jp@jade-power.com 
Fax  :  2783  7795  http://www.jade-power.com 
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Mobile  Connect 


APAC 

EDITION 

Xircom  | 

Quarter  Two  1999 

MITA  (P)207/03/99 

Xircom  enters  the  Handheld  PC  Connectivity  Market 

CompactCarcPM  Ethernet  10 


Exciting  end-user  programs  for  APAC 

Xircom  Real  Port™  Trade-In  Program,  30-Day  Evaluation  Program  and  Xcessories™  Fulfilment  Program 


New  members  of  the 

RealPort  Integrated  PC  Card  family 

RealPort  Ethernet  10 
RealPort  Modem  56 


Xircom  -  Your  partner  in  wireless 
data  communications 


Latest!  Nokia  6110/5110  GSM  support  on  all  Xircom  56K  GlobalACCESS™  modems 


Mobile  Connectivity  101  for  Aussie  Teachers 


Xircom  signs  deal  to  supply  37,000  RealPort  Integrated  PC  Cards 


to  Victoria  Department  of  Education 

Winning  streak  for  Xircom  RealPort  Integrated 

Xircom  RealPort  Integrated  PC  Card  wins  Awards 

Try  RealView™  and  see... 

RealView,  the  latest  PC  Card  Management  Software  from  Xircom 

“Kill  the  connector”  dog  steals  the  show! 

Xircom  at  N+I  Singapore  '99 


We  have  moved 

New  office  for  expanding  workforce 


Xircom  enters  the  Handheld  PC  Connectivity  Market 

Statistics  show  that  Handheld  PCs  are  emerging  as  the  next  wave  in  the  mobile  computing  revolution.  According  to  International 
Data  Corporation  (IDC),  8.9  million  handheld  companions  will  ship  in  2000,  representing  a  36.7%  increase  over  1999.  Windows 
CE  is  expected  to  be  the  dominant  handheld  companion  operating  system  in  2000  with  a  48.3%  market  share  worldwide  (IDC). 
Xircom  aims  to  speed  the  adoption  of  handhelds  as  true  global  business  tools  in  the  enterprise  by  launching  the  CompactCard 
family  of  products  to  connect  the  handhelds  to  crucial  corporate  data  anytime,  anywhere.  These  Type  II  CompactFlash  cards 
support  all  Windows  CE-based  Handheld  PCs  and  provide  a  variety  of  functions  including  Ethernet,  modem  and  wireless 
GSM  connectivity.  The  first  in  a  series  of  Xircom  CompactCards  is  the  CompactCard  Ethernet  10. 


COMPACTCARD  ETHERNET  10 

Network  card  in  Compact  Flash  form  factor  providing  handheld  PC  users  access  to  10Mbps 
Ethernet  networks 

The  Xircom  CompactCard  Ethernet  10  is  designed  for  Windows  CE  2.0  or  higher,  providing 
handheld  PC  users  with  reliable  access  to  10Mbps  networks  in  the  office.  This  Type  II  Compact 
Flash  card  enables  you  to  access  a  wide  variety  of  enterprise  systems  and  seamlessly  synchronize, 
communicate  and  exchange  information  with  Windows-based  PCs.  This  low-power  CompactCard 
features  BatterySave  advanced  power  management  for  longer  battery  life  and  diagnostic  LEDs. 
This  handheld  connectivity  solution  includes  a  CardCaddy™  converter  for  Type  II  PC  Card- 
equipped  handhelds. 


^  Exciting  end-user  programs  for  APAC 


REALPORT  TRADE-IN  PROGRAM 

The  RealPort  Trade-In  program  allows  you  to  trade  in  your 
installed  Type  II  PC  Cards  (any  brand  from  any  vendor  including 
Xircom)  for  cash  when  you  purchase  a  minimum  of  five 
RealPort  Integrated  PC  Cards.  Within  60  days  of  purchase, 
you  can  return  your  old  PC  Cards  and  receive  up  to  US$50 
for  each  RealPort  Integrated  PC  Card.  (Trade-in  savings  are 
based  on  RealPort  products  purchased  and  not  the  products 
returned.)  It  is  not  necessary  to  provide  the  invoice  for  the 
units  traded  in  but  we  need  proof  of  purchase  for  the  RealPort 
Integrated  PC  Card  purchased. 

The  RealPort  Trade-In  Program  in  Australia,  Hong  Kong  and 
Singapore  will  end  on  June  30th,  1999.  The  same  program 
in  Malaysia  and  New  Zealand  will  end  on  September  30th, 
1999.  For  more  details,  visit  our  website  at 
www.xircom.com/trade-in 


REALPORT  EVALUATION  PROGRAM 

The  Xircom  30-day  Evaluation  Program  gives  corporate  users 
an  opportunity  to  test-drive  any  Xircom  product  FREE  for  30 
days  (one  product  per  customer;  Xcessories  not  included). 
After  the  30-day  trial  period,  you  may  keep  the  unit  at  a  special 
price,  or  simply  return  it  to  us,  no  purchase  required.  This  is 
an  ongoing  program  in  Australia,  Hong  Kong,  Malaysia,  New 
Zealand  and  Singapore.  For  more  details,  visit  our  website 
at  www.xircom.com/eval 

XCESSORIES  FULFILMENT  PROGRAM 

The  Xcessories  Fulfilment  Program  makes  it  easier  for  you 
to  buy  spare  or  replacement  cables  when  you  are  in  a  hurry. 
Besides  approaching  our  regular  channels  for  replacement 
cables,  you  now  have  the  option  of  buying  cables  directly 
from  Xircom.  Sold  at  the  local  Suggested  Retail  Price  (SRP), 
customers  can  expect  to  receive  their  replacement  cable  order 
within  5  working  days  of  placing  their  orders.  This  new  program 
just  started  on  April  1  and  is  available  in  Australia,  Hong  Kong, 
Malaysia,  New  Zealand  and  Singapore.  For  more  details,  visit 


PROGRAM  HOTLINE 

our  website  at  www.xircom.com/apac_xfs 

To  participate  or  enquire  about  any  of  the  above  end-user  programs,  please  contact  your  local  representative: 

Australia 

Tel:  1800  146  923 

Hong  Kong  Malaysia  New  Zealand  Singapore 

Tel:  800  903  759  Tel:  1800  801  693  Tel:  0800  449  167  Tel:  1800  744  4360 

The  hotline  operational  hours  are  Monday  to  Friday  (excluding  public  holidays),  9am  to  5pm  (local  time). 


Xircom  reserves  the  right  to  modify 
or  discontinue  the  programs  at  any  time. 


Mobile  Connectivity  101  for  Aussie  Teachers 

XIRCOM  SIGNS  DEAL  TO  SUPPLY  37,000  REALPORT  INTEGRATED  PC  CARDS  TO  THE  VICTORIA  DEPARTMENT  OF  EDUCATION 


Our  largest  education  sales  agreement  to  date  was  signed 
with  the  Victoria  Department  of  Education  in  Australia  to 
provide  RealPort  Ethernet  10/100  Integrated  PC  Cards  as 
communication  solutions  for  teachers'  notebook  PCs.  Under 
the  terms  of  the  agreement,  Xircom  will  supply  the  school 
system  with  up  to  37,000  RealPort  Ethernet  10/100  Integrated 
PC  Cards  over  a  five  year  period  for  its  Acer  notebook  PCs. 
"With  no  external  dongles  to  break  or  lose,  the  Xircom  RealPort 


Ethernet  10/100  Integrated  PC  Cards  are  not  only  easier  to  use 
but  they  also  lower  our  total  cost  of  ownership,"  said  Paul 
Doherty,  Victoria  Department  of  Education  IT  manager.  "The 
adapters'  built-in  connectors  and  high-performance  Ethernet 
technology  provide  our  teachers  with  simple  and  reliable 
connections  to  the  local  area  network  so  they  can  spend  less 
time  with  technical  support  and  more  time  with  students." 
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GERALD  J.  MAKOS 


Director  of  Marketing 
Xircom  Asia  Pacific 


Inaugural  Message 

from  the  Director 


Welcome  to  the  first  issue  of  the  APAC  edition  of 
Mobile  Connect  from  Xircom.  This  quarterly 
newsletter  is  specially  tailored  for  the  region  to 
provide  valuable  information  for  all  friends  of 
Xircom.  In  it,  we  want  to  share  with  you  product 
highlights,  promotions,  trends  and  events  in  the 
mobile  industry. 


With  the  launch  of  the  RealPort  Ethernet  10/100+ 
Modem  56  product  in  March  of  1998  and  the 
subsequent  release  of  eight  new  products  in  the 
RealPort  Integrated  PC  Card  family,  Xircom  has 
experienced  record  sales  and  record  earnings. 

Net  sales  for  the  second  quarter  of  fiscal  year  1999, 
ended  March  31, 1999  was  US$97.7  million,  a  52% 
increase  compared  to  US$64.1  million  for  the  same 
period  last  year.  Net  sales  for  the  first  six  months  of 
1999  totalled  US$193.7  million  compared  to  the 
US$1 16.7  million  reported  last  year. 


Despite  the  recent  Asia-Pacific  economic  crisis, 

Xircom  still  experienced  growth  of  16%  in  net  sales 
during  the  first  six  months  of  1999  compared  to  the 
first  six  months  of  1998  for  the  APAC  region.  We  have 
increased  the  headcount  of  our  sales  and  marketing 
team  throughout  the  region  so  as  to  continue  our 
efforts  overall.  We  have  even  moved  to  larger  offices 
to  accommodate  for  the  expanding  workforce. 


In  the  coming  months,  we  will  be  delivering  more 
exciting  news  and  innovative  products  for  this 
region  so  be  sure  to  subscribe  for  upcoming  issues 
of  Mobile  Connect. 

Yours  sincerely 

Gerald  J.  Makos 
Director  of  Marketing 
Xircom  Asia  Pacific 


New  members  of  the 

RealPort  Integrated  PC  Card  family 


REALPORT  ETHERNET  10 

The  RealPort  Ethernet  10  is  a  fully  integrated  PC  card  that  connects  notebook  users  to  a  10Mbps 
Ethernet  network.  The  RJ-45  connector  is  fully  integrated,  providing  a  robust,  reliable  and  easy-to- 
use  solution.  Like  all  other  RealPort  Integrated  PC  Cards,  it  eliminates  the  problem  of  broken  cables 
and  pop-up  jacks. 

Features  include:  •  Integrated  10Mbps  Ethernet  LAN  connector 

•  Full-duplex  operation  and  Advanced  Look-Ahead  Pipelining  increase  Ethernet 
throughput  up  to  60  percent 

•  LAN  LEDs  provide  status  information  at  a  glance 


REALPORT  MODEM  56 

The  RealPort  Modem  56  is  specially  designed  for  mobile  users  who  do  not  travel  internationally  and 
require  a  robust,  cost-effective  56K  modem.  The  two  versions  available  in  Asia  Pacific  are  RM56V1 
and  RM56V2.  RM56V1  is  approved  for  use  in  Japan,  Korea,  Singapore,  Malaysia,  US  and  Canada.  It 
may  also  be  used  in  countries  not  requiring  approvals,  namely  China,  Hong  Kong,  Taiwan,  Thailand, 
India,  Indonesia  and  Philippines.  RM56V2  is  for  use  in  Australia  and  New  Zealand  only.  For  users  who 
travel  outside  the  country  of  purchase,  our  range  of  GlobalACCESS™  modems  is  recommended. 

Features  include:  •  Integrated  modem  and  telephone  handset  pass-thru  connectors  provide 
reliable  cable-free  connectivity 

•  LEDs  for  status  information  at  a  glance 

•  Digital  Shield™  protects  modem  from  high-current  digital  phones  lines 

•  BatterySave  advanced  power  management  powers  down  adapter  into  low- 
power  sleep  mode  when  not  in  use  for  longer  battery  life 

•  Wake-on-Ring  reduces  power  consumption  by  detecting  the  ring  of  an 
incoming  call  and  allowing  receipt  of  information  when  the  system  is  in 
power  saving  mode 

•  V.90  and  K56flex  support 

•  No  cables  to  lose  or  forget 


For  more  information  about  our  revolutionary  RealPort  Integrated  PC  Card,  please  visit  our  website  at 
www.xircom.com/products/realport 


Xircom  -  Your  partner  in  wireless 

Data  Communications 


Xircom  extends  its  GSM  support  on  all  56K  modems  by  offering  GSM  Connection  Kits  for 
popular  Nokia  5110,  6110  and  compatible  handsets  over  GSM/DCS  1800  and  PCS  1900 
networks.  The  Xircom  GSM  Connection  Kits  enable  users  to  access  E-mail,  surf  the  Internet 
and  other  online  services  or  send  and  receive  faxes  over  a  wireless  GSM  link  at  speeds  up 
to  9600bps  (38,400bps  with  compression). 

The  GSM  Connection  Kit  for  Nokia  handsets  is  different  depending  on  the  type  of  Xircom 
modem  adaptor  you  are  using,  however  the  features,  the  price  and  product  references  are 
consistent  throughout  the  product  range. 

For  a  complete  list  of  supported  phones  from  Ericsson,  Nokia,  Siemens  and  Sony,  visit  the 
Xircom  website  at  www.xircom.com/GSM 


MODEL  NO. 

PRODUCT 

HANDSET  SUPPORT 

AVAILABILITY 

RGSMCK-NOK-3 

RealPort  CardBus  Ethernet  10/100+Modem  56 

RealPort  Ethernet  10/100+Modem  56 

RealPort  Ethernet+Modem  56 

RealPort  CardBus  Modem  56-GlobalACCESS 
RealPort  Modem  56-GlobalACCESS 

Nokia  5110,  5130,  5150, 

5190,  6110,  6130,  6150 
and  6190  handsets 

Now 

GSMCK-NOK-3 

CardBus  Ethernet  10/100+Modem  56 

Same  as  above 

May  1999 

GSMCK2-56NOK-3 

CreditCard  Ethernet  10/100+Modem  56 
CreditCard  Modem  56-GlobalACCESS 

Same  as  above 

May  1999 
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Xircom  RealPort  Integrated  PC  Card 

wins  awards 

XIRCOM  HAS  RECEIVED  MANY  INDUSTRY  AWARDS  AND  ACCOLADES  FOR  THE  REALPORT  INTEGRATED  PC  CARD 

Since  the  launch  of  the  RealPort  Integrated  PC  Card  in  March  1998,  Xircom  has  received  many  industry  awards  and  accolades  for  the 
RealPort  Integrated  PC  Card.  Within  the  Asia  Pacific  region,  we  have  been  awarded  the  following: 

Some  of  the  awards  we  have  received  worldwide  include: 

(§)  PC  Computing  "MVP  Award" 

(§)  Computer  Telephony  "Editor's  Choice" 

(§)  PC  Magazine/U.K.  "Technical  Innovation  Award" 

®  CM  Corporate  "Editor's  Choice" 

®  PC  World  Belgium  "Editor's  Choice" 

®  PC  Direkt/Germany  "Editor's  Choice" 

®  Mobile  Computing  &  Communications  "Mobility  Award" 

"I  )  Deloitte  &  Touche  "Los  Angeles  Technology  Fast  50" 

j  )  Xynetix  Design  Challenge  "Best  of  Show" 


)  I.T.  Times 
"Best  Sellers  of  1998" 

“Xircom  ’s  runaway  success  with  their  RealPort 
PC  Card  is  unprecedented.  ” 

)  ACW  Comdex/Asia  Show 
"Best  Mobile  Computing  Product" 

"This  product  solves  a  major  problem  of  having  to 
carry  around  a  lot  of  connectors  in  mobile  computing 
because  it  doesn  ’t  require  special  network  connectors. 

)  APC  Magazine 
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Modem  Activity  -  Stores  modem  activity  information  in  a  log  file;  great  for  troubleshooting 
Plash  -  Updates  the  modem  firmware  in  Xircom  modems  with  a  single  click  of 

the  mouse 

Un-install  -  Un-installs  Xircom  PC  Cards 

Properties  -  Changes  the  properties  of  RealView 
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RealView  is  available  as  a  free  download  from  our  website  at  www.xircom.com/downset.html 


We  have  moved 


On  March  26, 1999,  Xircom  Asia  Pacific  moved  from  our  former 
Shenton  Way  address  to  our  new  location  at  Great  World  City. 
The  move  was  necessary  to  accommodate  for  the  expanding 
workforce. 

This  is  what  Gerald  J.  Makos,  director  of  marketing,  Xircom 
Asia  Pacific,  had  to  say  about  the  move,  "Despite  the  recent 
Asia  Pacific  economic  crisis,  Xircom  still  sees  continued  growth 
throughout  the  region.  We  have  increased  the  headcount  of 
our  sales  and  marketing  team  so  as  to  continue  our  efforts 
overall." 

The  new  headquarters  is  approximately  twice  the  size  of  the 
previous  location.  Xircom  Asia  Pacific  provides  sales,  marketing 
and  customer  support  across  more  than  twelve  countries  in  the 
region. 


NEW  ADDRESS  AND  PHONE  NUMBERS 

Customers  and  business  partners  can  now  reach 
Xircom  Asia  Pacific  at: 

Xircom  Asia  Pacific  Pte  Ltd 

1  Kim  Seng  Promenade  #15-01 

Great  World  City  East  Tower 

Singapore  237994 

+65  732  5001  Tel 

+65  732  5002  Fax 

+65  732  2245  Customer  Support 

asiats@xircom.com  Customer  Support  Email  (remains  unchanged) 


Xircom  RealPort  Integrated  PC  Card 

wins  awards 

XIRCOM  HAS  RECEIVED  MANY  INDUSTRY  AWARDS  AND  ACCOLADES  FOR  THE  REALPORT  INTEGRATED  PC  CARD 

Since  the  launch  of  the  RealPort  Integrated  PC  Card  in  March  1998,  Xircom  has  received  many  industry  awards  and  accolades  for  the 
RealPort  Integrated  PC  Card.  Within  the  Asia  Pacific  region,  we  have  been  awarded  the  following: 


>  I.T.  Times 
"Best  Sellers  of  1998" 

"Xircom 's  runaway  success  with  their  RealPort 
PC  Card  is  unprecedented.  ” 

i  ACW  Comdex/Asia  Show 
"Best  Mobile  Computing  Product" 

“This  product  solves  a  major  problem  of  having  to 
carry  around  a  lot  of  connectors  in  mobile  computing 
because  it  doesn 't  require  special  network  connectors.  ” 

APC  Magazine 

"Best  Mobile  Product  of  The  Year"  Award 

"The  award  takes  into  account  the  products  that  make 
the  road  warrior  concept  a  reality.  ’’ 


Some  of  the  awards  we  have  received  worldwide  include: 

PC  Computing  "MVP  Award" 

Computer  Telephony  "Editor's  Choice" 

PC  Magazine/U.K.  "Technical  Innovation  Award" 

CM  Corporate  "Editor's  Choice" 

PC  World  Belgium  "Editor's  Choice" 

PC  Direkt/Germany  "Editor's  Choice" 

Mobile  Computing  &  Communications  "Mobility  Award" 
Deloitte  &  Touche  "Los  Angeles  Technology  Fast  50" 
Xynetix  Design  Challenge  "Best  of  Show" 


'^Lfry  RealView  and  see... 


RealView  is  highly  customisable.  It  is  designed  to  meet  the  needs  of  IS  departments  that  support 
fleets  of  notebook  users  with  Xircom  PC  Cards  installed.  IS  departments  can  easily  change  the 
default  configuration  settings  for  RealView  and  deploy  those  settings  to  their  users'  PC  Card. 
This  includes  modifying  RealView  file  locations,  setting  default  directories  for  modem  firmware 
and  log  files  and  changing  the  appearance  of  RealView.  IS  departments  can  even  turn  features 
off  if  they  don't  want  their  users  to  have  access  to  them.  RealView  is  a  32-bit  Windows  application 
and  supports  Windows  95,  Windows  98  and  Windows  NT. 

RealView  has  6  key  functions: 

General  -  Displays  summary  information  about  Xircom  PC  Cards,  including  LAN  driver 

version,  modem  firmware  version  and  wireless  capability 
CountrySelect  -  Changes  the  country  setting  for  Xircom  GlobalACCESS  modems 
Modem  Activity  -  Stores  modem  activity  information  in  a  log  file;  great  for  troubleshooting 
Flash  -  Updates  the  modem  firmware  in  Xircom  modems  with  a  single  click  of 

the  mouse 

Un-install  -  Un-installs  Xircom  PC  Cards 

Properties  -  Changes  the  properties  of  RealView 

RealView  is  available  as  a  free  download  from  our  website  at  www.xircom.com/downset.html 
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We  have  moved 


On  March  26,  1999,  Xircom  Asia  Pacific  moved  from  our  former 
Shenton  Way  address  to  our  new  location  at  Great  World  City. 
The  move  was  necessary  to  accommodate  for  the  expanding 
workforce. 


This  is  what  Gerald  J.  Makos,  director  of  marketing,  Xircom 
Asia  Pacific,  had  to  say  about  the  move,  "Despite  the  recent 
Asia  Pacific  economic  crisis,  Xircom  still  sees  continued  growth 
throughout  the  region.  We  have  increased  the  headcount  of 
our  sales  and  marketing  team  so  as  to  continue  our  efforts 
overall." 

The  new  headquarters  is  approximately  twice  the  size  of  the 
previous  location.  Xircom  Asia  Pacific  provides  sales,  marketing 
and  customer  support  across  more  than  twelve  countries  in  the 
region. 


NEW  ADDRESS  AND  PHONE  NUMBERS 

Customers  and  business  partners  can  now  reach 
Xircom  Asia  Pacific  at: 

Xircom  Asia  Pacific  Pte  Ltd 

1  Kim  Seng  Promenade  #15-01 

Great  World  City  East  Tower 

Singapore  237994 

+65  732  5001  Tel 

+65  732  5002  Fax 

+65  732  2245  Customer  Support 

asiats@xircom.com  Customer  Support  Email  (remains  unchanged) 


APAC  ; 

TRADE  SHOW  _ 

'■T  »  m 

Date 

Event 

Venue 

September  7-10, 1999 

November  16-18,  1999 

Networking  China 

N+l  Sydney 

Booth  #2413,  China  International  Exhibition  Center 

Beijing,  PRC 

Booth  #70,  Sydney  Darling  Harbour  Convention  Centre 

Sydney,  Australia 

^ xircom  at  j\f+/  Singapore9 99 


Words  used  to  describe  Xircom:  on  the  cutting  edge,  aggressive,  creative. 
Words  to  describe  Xircom's  recent  ads:  on  the  edge,  aggressive,  creative 
and  even  daring.  The  ferocious  doberman  pinscher  and  the  brawny  Greek 
statue  which  have  been  featured  in  our  "Kill  the  connector"  and  "Lost  the 
dongle"  ads,  made  their  star  appearances  at  the  recent  N+l  Singapore. 
Many  tradeshow  visitors  were  surprised  by  the  giant  images  on  the  6m- 
high  panels  at  our  booth.  The  booth 
design  created  such  a  stir  that  even  the 
local  financial  daily,  BusinessTimes,  ran 
a  photo  of  Xircom's  booth.  Our  next 
major  tradeshow  participation  will  be 
in  September  at  Networking  China.  Look 
out  for  us  there! 


XIRCOM  ASIA  PACIFIC  PTE  LTD 

1  Kim  Seng  Promenade  #15-01 
Great  World  City  East  Tower 
Singapore  237994 
+65  732  5001  Tel 
+65  732  5002  Fax 


+65  732  2245  Customer  Support 
asiats@xircom.com  Customer  Support  Email 


How  to  continue  getting  your  copy  of  Mobile  Connect?  If  you're  a  registered  Xircom  customer,  you  will 
continue  receiving  Mobile  Connect  on  a  quarterly  basis.  If  you're  not  a  registe:  ed  Xircom  customer,  or 
if  you're  not  sure,  just  fill  in  the  form  below  and  fax  it  to  +65  732  5002.  Alternatively,  you  can  email  us 
your  particulars  at  connect@xircom.com. 

If  you  would  like  to  add  your  colleague(s)  or  business  partner(s)  to  our  mailing  list,  please  fill  in  his/her 
particulars  as  well. 

Thank  you. 

Name: _ 

Designation: _ 

Company: _ 

Address: _ 


Tel: _ Fax: 

Email:  _ 

Name: _ 

Designation: _ 
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A  Half-day  Seminar 


June  15  1999 
2:00  pm  -  5:30  pm 
Room  603/604 
Hong  Kong  Convention 


In  what  seems  to  many  as  an 
almost  overnight  phenomenon, 
the  Linux  open-source  operating 
system  has  emerged  from  the 
basements  of  a  die-hard 


Time 
2:00-2:15  pm 


Registration 


2:15-2:20  pm  Welcoming  speech 


Mr.  Don  Tennant 
Editor 

Computerworld 
Hong  Kong 


&  Exhibition  Centre 

counter-culture  into  the 

2:20-3:00  pm 

Grow  with  e-business: 

Mr.  Ernest  Lee 

mainstream  of  enterprise 
computing.  This  seminar  will 

Start  simple  with  Linux 

Software  Business  Manager 
IBM  China/HK  Ltd 

address  the  fundamental  issues 

3:00-3:40  pm 

Penguin  power  for 
the  people:  How  Linux 

Mr.  Danyll  Wills 

Internet  Technology 

that  IS  professionals  and  top 

leads  to  greatness 

Manager 

managers  need  to  confront  in 
determining  whether  there  is 

3:40-4:00  pm 

Coffee  break 

Oracle  Greater  China 

a  place  for  Linux  in  their 

4:00-4:40  pm 

Managing  Linux  in  a 

Mr.  Scott  Yeh 

organizations: 

networked  environment 

Marketing  Development 
Manager 

•  Why  has  Linux  gained  so 

Novell  Greater  China 

Organizer  : 

much  momentum  in  such  a 
short  period  of  time  ? 

4:40-5:30  pm 

Panel  discussion 
with  local  Linux  users 

Moderated  by 

Mr.  Don  Tennant 

Cp_mputerw«rld 


Co-organizer  : 


Hong  Kong 
Productivity  Council 
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How  realistic  is  it  for 
managers  to  adopt  Linux  as 
a  platform  that  can  be 
supported  and  sustained  in 
their  organizations  ? 


Seating  is  limited . Register  Now ! 


Please  fill  in  this  form  and  fax  it  to  2788-5878  or  e-mail 
us  at  mandyso@hkpc.org.  For  enquiries,  please  call 
Mandy  So  at  2788-5669. 

□  Yes,  I  would  like  to  attend  the  'Linux  in  the  Real  World' 
seminar. 


Supported  by: 


Novell. 

ORACLE 

Hong  Kong 
Linux  User  Group 


What  are  the  obstacles  that 
managers  need  to  overcome 
in  order  to  integrate  Linux 
into  their  established 
computing  environments  ? 

Under  what  conditions  and 
for  what  applications  is  Linux 
a  viable  alternative  ? 


□  No,  I  won't  be  able  to  attend  this  seminar.  Please  send 
me  the  related  information. 

Name  :  _  Title  :  _ 

Company : _ 

Address : _ 


Tel :  _  Fax  : 

e-mail : _ 

n.b.  For  multiple  reservations,  please  make  copies. 


AFTER  HOURS 


Microsoft  has  thrown  in  the  towel  on  its  PDC  show 


What  with  my  trip  on  the  Queen  Eliza¬ 
beth  II  two  weeks  ago,  and  another  to 
Las  Vegas  for  NetWorld+Interop  last 
week.  I’m  about  ready  to  stay  off  the 
road  for  a  while.  I  had  planned  to  go  to 
Microsoft’s  TechEd  show  in  Dallas  next 
week,  but  I’m  trying  to  get  out  of  it. 

But  any  Microsoft  developers  who 
do  attend  had  better  live  it  up  because 
the  company’s  bigger  development 
show  that  usually  happens  in  the  fall 
now  will  not  take  place.  That’s  right, 
the  original  PDC,  the  Professional  De¬ 
veloper's  Conference,  which  was  the 
launch  pad  for  Microsoft  inventions 
such  as  COM+,  won't  happen  this  fall, 
Microsoft’s  PR  machine  confirmed. 


There  are  two  theories:  either 
Microsoft  is  working  so  hard  on  get¬ 
ting  Windows  2000  out  the  door  this 
fall  that  it  can't  stop  to  hold  a  confer¬ 
ence,  or  Microsoft  knows  that  it  won't 
get  Windows  2000  out  the  door  this 
fall,  and  the  marketing  folks  don't  want 
to  have  to  tell  that  in  person  to  crowds 
of  angry  developers. 

Of  course.  Microsoft  may  just  be 
having  trouble  organizing  such  an 
event.  The  company's  reorganization, 
announced  with  fanfare  by  Bill  Gates 
and  Steve  Ballmer  last  month,  seems 
to  be  lacking  traction.  Internal  politics 
—  or  perhaps  a  lack  of  enthusiasm  for 
the  move  toward  wider  autonomy 


0TES  FROM  THE  FIELD 

—  Robert  X.  Cringely 


among  business  units  —  has  delayed 
the  implementation  until  June,  I'm  told. 

If  you  want  to  complain  about  the 
cancellation  of  the  PDC.  however,  don’t 
send  your  complaints  using  Microsoft's 
Hotmail  service.  While  I’ve  person¬ 
ally  noticed  significant  lags  in  mail 
delivery,  another  reader  just  noted  that 
mail  sent  to  him  via  Hotmail  on  April 
21  was  finally  delivered  on  May  1 1. 

Microsoft  seems  to  have  problems 
with  dates  in  other  applications,  too. 


Another  user  wrote  in  to  report  that, 
after  installing  a  new  copy  of  Microsoft 
Works  4.5,  its  Calendar  program  in¬ 
sists  that  the  U.S.  Memorial  Day  holi¬ 
day  is  May  24,  rather  than  the  actual 
day  it  will  be  observed  —  May  31. 
Makes  you  think  twice  about  how  ready 
the  company  is  for  Y2K. 

Meanwhile,  users  of  Microsoft 
NetMeeting  might  find  their  meeting 
becoming  a  little  more  virtual  than 
they  intended  if  they  are  using  differ¬ 
ent  clients.  Apparently,  Internet  Ex¬ 
plorer  5  uses  NetMeeting  2.1 1,  and 
IE  4.0  uses  NetMeeting  2.10.  A 
reader  wrote  in  to  note  that  you  can’t 
use  NetMeeting  for  a  conference  un¬ 


less  all  participants  are  on  the  same 
version. 

On  the  standards  front,  Adam 
Bosworth,  the  general  manager  at 
Microsoft,  recently  hinted  at  the  prob¬ 
lems  behind  the  confirmed-but-never- 
announced  Simple  Object  Access  Pro¬ 
tocol  (SOAP),  which  was  a  way  to 
send  different  object  technologies 
over  HTTP.  Bosworth  said  the  pro¬ 
tocol  suffered  because  “two  or  three 
companies  who  needed  to  agree 
didn’t.”  The  protocol  was  developed 
with  partners,  but  Bosworth  wouldn't 
say  which  ones  were  dragging  their 
feet.  He  did  say  that  a  standard  will 
eventually  exist  in  that  area. 


—  RESEARCH  — 

HORIZONS 

Pushing  biometric  identification.  Fingerprint  technol¬ 
ogy  specialist  Groupe  Sagem  and  STMicroelectronics  last 
week  announced  they  will  work  together  on  fingerprint- 
identification  technology  for  high-volume  consumer  appli¬ 
cations  such  as  mobile  phones,  electronic  commerce,  and 
smart  cards. 

The  cooperation  between  the  two  French  companies 
will  combine  STMicroelectronics"  TouchChip  technol¬ 
ogy  for  capturing  fingerprints  with  Sagem’s  experience 
in  processing  fingerprint  data.  The  companies  expect  to 
provide  a  low-cost  identification  technology  in  order  to 
control  access  to  equipment  such  as  PCs.  mobile  phones, 
and  cars. 

STMicroelectronics'  TouchChip  technology  captures 
high-resolution  fingerprint  images  in  less  than  one-tenth 
of  a  second  when  a  finger  is  applied  directly  to  the  chip 
surface,  according  to  STMicroelectronics.  Algorithms 
in  Sagem’s  software  process  the  digital  images  to  con¬ 
firm  or  invalidate  pre-identified  fingerprints,  and  fin¬ 
gerprint  data  can  be  stored  and  searched  in  the  Sagem 
software. 

The  cooperation’s  first  product  —  a  “module"  that  will 
include  hardware  and  software  —  should  be  available  in 
September,  according  to  STMicroelectronics  spokesman 
Richard  Stockdill.  Pricing  information  wasn't  available 
but  Stockdill  said  that  computer-based,  fingerprint-authen¬ 
tication  systems  exist  now  for  about  US$100  and  the  com¬ 
panies  plan  to  offer  products  with  similar  prices  at  least, 
but  with  improved  security  features. 

Sagem  is  already  well-known  for  its  fingerprint  technol¬ 
ogy  in  the  world  of  crime  prevention.  Earlier  this  year,  for 
example,  Sagem  signed  a  contract  to  install  one  of  its 
Automated  Fingerprint  Identification  Systems  at  the  head¬ 
quarters  of  the  International  Criminal  Police  Organization 
(Interpol)  in  Lyons,  France.  Sagem’s  fingerprint  system 
will  automate  the  management  of  Interpol’s  fingerprint 
collection,  letting  Interpol’s  177  member  countries  request 
fingerprint  searches  via  the  organization’s  global  network, 
Sagem  said. 

Iris  identification  technology  may  provide  competition 
for  the  eventual  products  that  STMicroelectronics  and 
Sagem  develop.  Backers  of  the  eye-identification  proce¬ 
dure  claim  it  to  be  far  more  accurate  than  identifying  peo¬ 
ple  by  their  fingerprints.  According  to  one  vendor,  IriScan, 
fingerprints  can  change  with  age  although  patterns  in  the 
human  iris  do  not.  As  with  fingerprints,  no  two  irises  are 
alike,  according  to  the  company. 

NCR  developed  an  automated  teller  machine  (ATM)  that 
incorporates  an  iris-identification  system  from  Princeton, 
New  Jersey-based  Sensar,  and  last  year  tested  the  ATM  at 
Nationwide  Building  Society  in  Swindon,  England.  When 
the  product  test  was  finished,  NCR  said  it  intended  to 
integrate  iris  identification  into  more  of  its  ATMs  for  con¬ 
trolling  bank-account  access. 

British  Telecommunications  has  also  said  that  it  may 
deploy  iris  scanning  technology  in  wireless  devices  and 
mobile  equipment  such  as  mobile  phones. 

Only  two  types  of  biometric  identification  —  finger¬ 
prints  and  DNA  identification  —  are  widely  accepted,  how¬ 
ever,  according  to  STMicroelectronics’  Stockdill,  who 
added  that  this  will  give  his  company’s  products  an  edge 
over  other  identification  forms  such  as  iris  recognition. 

“It  varies  in  different  countries,  but  generally  speaking 
fingerprints  and  DNA  are  the  only  identification  forms  that 
are  legal,”  Stockdill  said,  “and  fingerprinting  is  the  most 
widespread.” 


I 


— 

hi  jibs 


Mdjjm  Mmm 

II  ftBiljiy  i-i jj y  il/k  bd'm  10  Juuy  '-W  ]J . 


Exabyte  Mammoth-LT 

•  14/28  GB,4MB/sec 

•  installation  plus  1  year  on-site  support 


List  Price:  HK$16, 669.00 

(internal  single-ended  configuration) 


You  can  get 
HK$1, 950.00  rebate  OR 
extra  2-year  FREE  ASL’s  on-site 
support  OR 

5  pcs  Exatape  AME  125m  media 


Exabyte  Mammoth 

♦  20/40  GB,  6MB/sec 

•  installation  plus  1  year  on-site  support 

List  Price:  HKS33, 134.00 

(internal  single-ended  configuration) 


*one  extra  AME  media  with 
any  trade-in  of  Exabyte  tape  drive 


You  can  get 
HK$3, 900.00  rebate  OR 
extra  2-year  FREE  ASL’s  on-site 
support  OR 

7  pcs  Exatape  AME  170m  media 


For  more  information,  please  fax  to  [Vis  Vivian  Chan  at  2608  6522. 
For  sales  enquiry,  please  call  at  2608  3603  /  2608  3648. 


Name:. 


.Title:. 


Company:  . 
Address:  _ 


Tel: 

.  Fax: 

i 

s -  - , 

Authorized  Distributor: 


AUTOMATED  SYSTEMS  (HK)  LTD. 


^Exabyte 

people  working  for  you  " 
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Lotus  Domino  +  AS/400e  +  SAL  =  Total  Sales  Control 

Combine  the  strength  of  AS/400e  and  Lotus  Domino  to  enhance  killer  business 


applications  to  reach  new  levels  of  collaboration  and  coodination  in  your  business.  With 


CoRe  Solutions  -  Sales  Force  Automation  Solution  -  you  can  track  and  manage  your 


sales  cycle  and  understand  clients’  needs,  from  anywhere,  at  any  time  over  the  Internet. 


To  know  more  call  the  IBM  Sales  Center  at  2825  7878  or  fax  the  coupon  below. 


.  e-business  tools 


Special  bundle:  SAL  +  Domino  R5  +  AS/400e 

Purchase  SAL  +  Domino  R5  +  AS/400e  for  just  HK$272,000  including  installation,  start-up  and 
customized  service  -  normal  price  HK$430,000!  Three-year  lease  plan  available  with  monthly 
instalments  of  HK$9,008.  Offer  ends  8  June  1999.  Email  your  details  to  ibmhk_dm@hk1.ibm.com 
or  call  the  IBM  Sales  Center  at  2825  7878  . 


□  Please  tell  me  more  about  Lotus  Domino  +  AS/400e  +  SAL  and  the  great  bundle  offer. 


(Please  print  in  capital  letters.) 

Title:. 

Industry: 

Ph: 

-  .  Fax:. 

Email:. 

Fax  to  IBM  Sales  Center  at  2523  0460. 
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